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“| will leave a legacy of $6,000, 
000.00 if | should die tonight." 


This remark was made by a Life In- 
surance Salesman. He was at a 
dinner with a small group of friends 
who were discussing the amount of 
money that would be left as a leg- 
acy. The friends took the Life Insur- 
ance salesman's statement as a joke 
until he indicated his seriousness. 


It was true he would leave a legacy 
of $6,000,000.00—not money of his 
own, but $6,000,000.00 represented 
the amount of insurance he had put 
into force through his own efforts. 


Perhaps the great- 
est cheer that 
comes to a Life 
Insurance sales- 








A $6,000,000 Legacy! 


man at the Yuletide season, is the 
fact that many widows and children 
have the wherewith to enjoy Christ- 
mas through his efforts. 











These Xmas Gifts were sent this week. 
Credit Points paid for them! 


To central Ohio we sent a beautiful Governor 
Winthrop style Secretary; a California agent 
received a fine food mixer. To Pennsylvania 
went an attractive dinner set; while a Tennessee 
agent wanted a trench coat. In Nebraska a 
little fellow's heart will be made glad with a 
real bicycle. Credit points bought these gifts 


for ONLI Fieldmen! 











In addition to the joy that comes 
from making a happy Christmas for 
other people and enjoying Christmas 
around the family circle, members 
of The Ohio National experience 
additional Christmas cheer! This 
Christmas cheer comes to those 
members of the App-A-Week Club 
and those successful participants in 
contests who have earned credit 
points. 


Ohio National credit points have a 
cash value—they purchase real gifts 
which the salesman can enjoy himself 
or which he can use to make others 
happy. Ohio National credit points 
are earned by Ohio National sales- 
men! 


For a General Agents contract write to John H. Evans, Vice-president 


The Ohio National Life Insurance Company 
CINCINNATI, OHIO 


T. W. Appleby, President 
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Revolutionary Changes in Rate Bases 


Prudential Acts 
on New Schedules 
Goes on 3 Percent Reserve Basis, 


Makes Other Changes Ef- 
fective Jan. 1 


NEW RATES ANNOUNCED 


Surrender Charges Are Somewhat Ad- 
vanced, Other Modifications in 
Policies, Effective Jan. 1 





The Prudential this week announces 
change in its reserve basis, some in- 
crease generally in surrender charges, 
with corresponding modification of non- 
forfeiture values, and increase in pre- 
mium rates, all effective Jan. 1. The 
new dividend scale applicable on pol- 
icies issued on and after Jan. 1 also is 
announced. 

The company is adopting the pro- 
vision giving it the option to defer pay- 
ment of cash values for six months, as 
compared with 90 days under the pres- 
ent provision, except where state laws 
require retention of the 90 day period. 

Guaranteed rate of interest allowed 
on policyholder’s funds and dividends 
left to accumulate is being reduced to 
3 percent. The announcement does not 
explain further, but it is assumed that 
excess interest also will be paid. 


About 10 Percent Increase 


The increase in life premium rates is 
said to average about 10 percent, vary- 
ing, of course, for age and type of pol- 
icy. Rates for single premium life and 
refund annuities and for the retirement 
annuity have been moderately increased 
and cash values under the retirement 
annuity somewhat reduced, the an- 
nouncement by James F. Little, vice- 
president and actuary, states. 

Mr. Little says owing to change in 
valuation basis and some increase gen- 
erally in surrender charges, nonfor- 
feiture values usually will be different 
from those now in effect. Cash surren- 
der and paid up values will be some- 
times creater and sometimes less than 
under the present scale. Extended in- 
surance periods are generally but not 
always greater, sometimes substantially. 

Under the new policy forms the as- 
sured is given the right to surrender the 
policy or change the plan or amount of 
iMsurance without consent of beneficiary 
except in cases where the right to 
re- 


change beneficiary has not been 
served. 

Phraseology of the disability clause 
ds been modified to clarify the intent, 
but the benefit continues to provide only 
Or waiver of premium in event of total 

(CONTINUED ON PAGE 22) 











Provident Mutual Is to Go 


on 3 Percent Basis March 1 


OPTION FIGURES CHANGED 





Scale of Surrender Charges Now Used 
to Be Continued; Ledger Costs 
to Be Favorable 





Announcement showing premium 
rates and cash values upon the 3 per- 
cent interest basis to be adopted in con- 
nection with all new insurance issued 
on and after March 1, is made by the 
Provident Mutual. The same scale of 
surrender charges is to be used under 
the new policy as under the old one ex- 
cept in the case of the “protector” pol- 
icy where slight adjustments have been 
made. This latter policy is changed to 
a 3 percent basis and, the company 
states, will show “extremely satisfac- 
tory” results when the need is for mini- 
mum current outlay for permanent in- 
surance. 

It is designed for low current costs 
rather than low ledger costs. In all 
cases initial premium for the new “pro- 
tector” policy will be lower than cor- 
responding gross premium under the 
present 3% percent ordinary life policy. 
A 20 year family income agreement will 
be added to this policy when desired. 


Term Supersedure Rule 


The new premiums and policy pro- 
visions will be effective on term super- 
sedures made on or after March 1, when 
it will not be practicable to date super- 
sedures back in order to obtain present 
policy provisions. Term changes as of 
original date, as heretofore, will be on 
the premium basis and policy form is- 
sued on the original date. 

The new rate book to be published 
late in February will show net cost 
schedules on the new premium basis. 
The net cost schedules, the company 
states, will involve the same basic fac- 

(CONTINUED ON PAGE 10) 





Connecticut General Makes 


Increase in Premium Rates 





CONTINUES DIVIDEND SCALE 





Parti. ipating and Non-participating Ad- 
vances Offset by Substantial 
Increase in Values 





The Connecticut General Life’s new 
rate book, which will go in effect Jan. 
1, will show an increase in guaranteed 
cost rates, varying according to plan and 
age. The dividend scale for 1934 under 
the participating contracts will be con- 
tinued in 1935. Interest payments will 
be on the 4 percent basis. The rates on 
the insurance income form are increased 
about 3 percent, while the maturity cash 
values have been increased about 7 per- 
cent, the new rates being offset. by a 
substantial increase in values. Partici- 
pating rates for this plan have also been 
increased. Cash values on the insurance 
income plan have been reduced between 
the 12th and 19th years, remaining the 
same at other points. ¢ 

The guaranteed cost and participating 
retirement annuities have been placed 
on a comparable basis except for the 
rate of interest at which the values are 
accumulated. The dividends on the new 
participating form will depend on the 
return from excess interest only. There 
has been a reduction on both forms in 
the income yields and the cash values at 
most points, although increases have 
been made in the cash values of the first 
few policy years. 

Single premium immediate annuities 
rates have been increased about 6 per- 
cent with a maximum limit of $100,000. 
Income yields and cash values have been 
reduced on the single premium retire- 
ment annuity. 

The single premium life and annuity 
combination will be continued without 
medical examination, provided that the 
total deposit is in excess of the amount 
of insurance, with a limit of $50,000 in- 

(CONTINUED ON PAGE 5) 





Continental American Changes 








The Continental American Life an- 
nounces that beginning Jan. 1 its new 
policies will be issued on a 3 percent 
reserve basis instead of 3%4 percent as 
at present. 

“Every student of interest rates is 
aware of powerful economic forces op- 
erating always in the direction of lower 
and lower interest rates as civilization 
progresses, and that although interest 
rates rise and fall in the various phases 
of economic cycles the long time trend 
over .the centuries has always been 
downward,” President A. A. Rydgren 
stated in his notice to the field forces. 

The net rate of interest after deduc- 
tion of investment expenses but before 
deduction of investment losses earned 
by 20 representative life companies dim- 
inished from 5.0 percent in 1929 to 4.2 
percent in 1933, Mr. Rydgren said. Al- 











though the Continental American has 
made every effort to invest its new 
funds this year in sound first mortgages 
on city properties where the rate of in- 
terest is still 6 percent as a rule, by far 
the greater part of the company’s new 
investments has had to be made in rela- 
tively low interest-bearing bonds, he 
said. The result has been that the com- 
pany’s net interest rate after deducting 
investment expense on investments made 
this year is in the neighborhood of 334 
percent. 

Conceding that it will be many years 
before the average yield on all the com- 
pany’s investments will fall to the low 
rate at which new investments have to 
be made, he pointed out that “unless and 
until the trend of interest rates turns up- 
ward the average rate of interest earned 

(CONTINUED ON PAGE 5) 


Metropolitan Goes 
to 3 Percent Basis 


Rates Increased About 614 Percent 
on Average, Effective 
on Jan. 1. 


ANNOUNCE NEW POLICIES 


Surrender Charge Increased in Early 
Years Up to 15th; Annuity 
Changes Made 


NEW YORK, Dec. 20—The Metro- 
politan announces that Jan. 1 it will 
adopt a 3 percent American Experience 
basis instead of 3% percent as at pres- 
ent, on all new ordinary business issued 
after that date. Policies issued prior to 
Jan. 1 will not be affected. The increase 
in rates will be about 6% percent, the 
announcement states. No dividend esti- 
mates on the new basis are being issued. 

At the same time a new “family pro- 


tection” policy was announced, also a 
new and improved educational fund pol- 
icy and a new retirement income policy. 
The family protection policy is similar 
to the so-called family income contracts 





and is of the type which pays income 
for 20 years from date of death rather 
than from date of issue, if death occurs 
within the specified period. A unique 
feature is that this period may be either 
20 years or “to age 60,” as the applicant 
prefers. 
Double Indemnity Change 


Double indemnity rates have been 

changed and will be lower at younger 
ages and higher at older ages, more 
nearly in conformity with the actual risk 
involved. The suicide clause is extended 
from one year to two, except in two 
states where the law limits it to one 
year. 
Policies will contain a new scale of 
non-forfeiture values, producing in gen- 
eral lower values than the company’s 
present scale at the earlier durations and 
higher values after about the 15th year. 
The reduction is greatest in the second 
year, as the new scale provides second 
vear values only where the reserves are 
relatively high. 


Interest Trend Downward 


Pointing out the downward trend of 
interest rates and the scarcity of suit- 
able new investments similar to those 
obtainable in the past, the announce- 
ment states that the changes were 
adopted because of probable continu- 
ance of the downward trend in interest 
rates. It also states that experience 
during the last few years has demon- 
strated that the withdrawal features of 
life policies have been too much empha- 





(CONTINUED ON LAST PAGE) 
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Commingling of Policyholders’ Funds in Pool 
Proves Powerful Sales Appeal 


NEW YORK, Dec. 20.—The life in- 
surance company’s ability to commingle 
its policyholders’ funds in a single in- 
vestment pool, with no one getting a bet- 
ter or worse “break” through chance fluc- 
tuations in his particular slice, has shown 
up during the last few years as such 
a desirable feature that more and more 
people of even large wealth have turned 
to life companies to handle their money. 
They probably will continue to do so 
to an increasing extent through the 
purchase of life insurance and annuities, 
according to Walter Tresckow, who as 
vice-president. in charge of new trust 
business at the Central Hanover Bank 
& Trust Company, New York City, 
hung up a sales record well in excess 
of $1,000,000 a day for the last six 
years. He is now vice-president of the 
investment management firm of E. W. 


Axe & Co. 


Comments on Dangers He 
Finds Even in Sound Trusts 


Compared with the public’s own in- 
vestments, trust accounts came through 
the depression in very good shape, Mr. 
Tresckow pointed out, but no matter 
how small a trust is, it must stand on 
its own feet, its fate dependent solely 
on its own portfolio. This means that 
the inevitable weak spots in even the 
best types of investments will hit cer- 
tain trusts and leave others unscathed. 
Even with the widest diversification that 
is practicable, each security unit in a 
small or moderate sized trust fund is a 
pretty large fraction of the total fund. 
If the lightning should happen to strike 





Provident Mutual Chief 
Heads Independence Week 











M. A. LINTON 


President M. A. Linton of the Provi- 
dent Mutual Life, who has been made 
chairman of the committee for Finan- 
cial Independence Week in 1935, is an 
outstanding character in insurance. He 
came up through the actuarial ranks, 
has had agency supervising experience 
and in his general administrative work 
is regarded as a man of extraordinary 
judgment. 

It so happens that President Linton 
rounded out 25 years of service with 
the company Dec. 20. He started with 
the Provident Mutual Dec. 20, 1909. He 
became mathematician June 9, 1913, as- 
sociate actuary June 6, 1915, vice-presi- 
dent Nov. 25, 1916, and president June 
29, 1931. 


one of these securities it might mean a 
severe capital loss. 

With the slowing down of the rapid 
expansion which has characterized the 
United States in the past and which 
has been largely responsible for the 
rapidity with which fortunes could be 
built up, people with money may be 
expected to swing more to the Euro- 
pean policy of conserving what they 
have rather than making strenuous ef- 
forts to increase the value of their hold- 
ings, Mr. Tresckow believes. This con- 
dition will apply up and down the line, 
for if it becomes more difficult to amass 
a million dollar estate by one’s own 
wits, it will also be more difficult than 
in the past to accumulate $100,000, or 
$10,000 or $1,000. 

Both of these trends—toward better 
diversification and toward conservation 
rather than speculation—point to a 
heightened need for competently trained 
life insurance salesmen, Mr. Tresckow 





holds. Training needs to be more thor- 
ough. Salesmen should try out their 
sales presentations on their colleagues. 
The training course should be so ex- 
haustive that the toughest prospect will 
seem easy to the agent after the school- 
ing he has been through. 

“Soldiers in the Roman legions used 
to drill in equipment twice as heavy as 
they used in actual battle,’ Mr. Tres- 
ckow pointed out. “It was a real pleas- 
ure for them to go into a war, if only 
to get rid of all that heavy extra equip- 
ment. It’s the same way with the sales- 
man. If his training has been arduous, 
his customer will seem easy and recep- 
tive by comparison. The salesman goes 
out on his calls confident that no cus- 
tomer can be as hard to sell as his fel- 
low-salesman and his instructor. 

“IT believe that agency meetings 
should be split into smaller groups with 
more stress on selling demonstrations. 
Why should we practice on the cus- 





Assured Confidence at Life 
Presidents’ Meeting 


By R. B. Mitchell 





Assured confidence in the future 
marked the 1934 gathering of the Life 
Presidents Association in heartening 
contrast to the hopeful uncertainty—with 
spots of frank gloom—which character- 
ized last year’s meeting. Some of the 
things viewed with alarm last year— 
such as radical currency experiments— 
have not materialized and seem unlikely 
to do so. Others, such as mortgage 
moratoriums, have occurred to some ex- 
tent and turned out to be less serious 
than was feared, and in some cases a 
positive help to the companies. 

Chairman T. I. Parkinson’s assurance 
that this year’s business will exceed 
1933’s by about 10.1 percent and that 
the receding tide of insurance in force 
has been virtually stemmed was in har- 
mony with the cheerful tone of the con- 
versation of those who thronged the cor- 
ridors of the Waldorf-Astoria in New 
York City before and after the various 
sessions. 


More Confidence Is Noted 


There was notably more confidence in 
the conservatism of the Roosevelt ad- 
ministration than was the case last year, 
a feeling that the federal government 
is disposed to cooperate with existing 
institutions rather than hamper them. 
No one pretended that things were back 
to normal as yet, but it was evident that 
while the road back to full recovery 
might involve a stiff climb it appeared 
to be clear of forces which could drag 
the institution of life insurance down- 
ward faster than its best efforts could 
propel it forward and upward. 

The address of J. H. Fahey, chairman 
Federal Home Owners Loan Corpora- 
tion, was reassuring evidence of the 
spirit of cooperation with large private 
lenders with which the federal govern- 
ment is trying to solve its problems. 
Mr. Fahey is highly regarded by life in- 
surance investment men generally, al- 
though there are some who question his 
federal housing project ideas, to which 
he made only passing reference in his 
address. 


Crisis Not Around the Corner 


Nothing even remotely resembling a 
crisis appears to be on the horizon, 
judging from the remarks of those chat- 
ting in the ante-rooms of the conven- 
tion hall. As the address of Chief Medi- 


cal Director R. A. Fraser of the New 
York Life indicated, the slightly higher 





mortality of this year means little ex- 








cept that 1933 was a particularly good 
year. The return on investments is 
the nearest thing to a problem right 
now, and the difficulty of earning a satis- 
factory rate of interest on new invest- 
ments was the subject of a good many 
informal conversations. 

An eminent actuary expressed the 
opinion that life insurance investments 
and others of similar character are in 
for a long period of low interest levels. 
Whereas 4% percent used to be consid- 
ered a reasonable long-time interest rate, 
this figure may be cut to 4 percent or 
even 334 percent, he believes, and his 
Opinion was quite representative of the 
prevailing thought on interest rates. 


Situation on Policy Loans 


Executives comparing notes on policy 
loans were gratified at the change since 
last year. Repayments have been quite 
large, they say, and it is not unusual 
such repayments to be almost equal the 
amounts paid out in new policy loans. 
Admittedly some of this is due to the 
fact that banks in certain sections have 
offered to lend money on life insurance 
policies at very ‘low interest rates, but 
in general the large volume of repay- 
ments is believed to be an accurate in- 
dex of bettered conditions among policy- 
holders. When it is recalled that in 
1931 policy loans were running several 
times normal, the present improvement 
is obviously cause for gratification even 
though the normal level has not yet 
been reached. 


Agents in Better Frame of Mind 


Another subject of favorable comment 
among the conversing groups was the 
morale of field forces and the way they 
a been buckling down to work of 
ate. 

“The agents are showing a marvelous 
spirit,” a prominent executive remarked, 
pointing out that to a greater extent than 
at any time during the depression they 
have readjusted their finances and sales 
methods and are selling successfully on 
_ basis of today’s conditions as nor- 
mal. 

From a sales point of view the opinion 
was expressed that life companies’ in- 
ability to earn as high rates as formerly 
will have little effect on buvers, since 
the lowered interest return affects other 
types of investments as much, and com- 
paratively speaking, more than it does 
life insurance. The fact that the public 
is still rushing to the life companies with 








tomer? No manufacturer would sell an 
experimental automobile to a customer. 
Why should we give him an experi. 
mental sales talk?” 


Many Reach Limit as 
Purely Sales Technicians 


While by no means all salesmen haye 
reached the limit of their ability in the 
technique of salesmanship, Mr. Tres. 
ckow believes that there is a definite 
limit to how far a man can go purely 
as a sales technician, and that a good 
many of the better salesmen have al- 
ready reached that point. Where prog. 
ress needs to be made now, he says, is 
in the development of knowledge of 
social conditions and the principles of 
human behavior to permit the broadest 
application of the technique of selling 
which has been built up. 

Good salesmen are developed rather 
than predestined from birth to such 
eminence, he believes, but one thing 
that holds back many potentially good 
ones from improvement is that few of 
them take any real pride in their ability 
in their calling. 


Good Salesmanship Is 
Requisite for Success 


“Tf a man has pride in his job he will 
take great pains to excel,” said Mr. 
Tresckow. “Any man who is a real 
success in any line is above all a good 
salesman. I would rather be known 
as a good salesman than by any other 
designation I know of.” 

Concurring in the idea that each life 
company would do well to set a definite 
“optimum” size for itself, Mr. Tresckow 
believes that such an action would not 
have to wait for general adoption by 
inter-company agreement, but could be 
used profitably by a single pioneering 
company, using its unique policy to 
make a distinctive impression on the 
public mind. 


Taking Distinctive Stand 
Awakes Public Recognition 


Such a pioneering step was Mr. Tres- 
ckow’'s coining of the Central Hanover’s 
slogan, “No Securities for Sale.” The 
bank’s policy of not selling securities it 
holds to the trust funds under its care— 
and the stressing of that policy in the 
public’s consciousness—made Mr. Tres- 
ckow and the Central Hanover quite 
unpopular with other trust companies. 
But it served to give the Central Han- 
over a unique distinction among all 
trust companies in the public’s mind. 
A life company need not fear competi- 
tive disadvantage in taking a_progres- 
sive step even though other life com- 
panies are indifferent or perhaps hostile, 
he believes, 








large amounts of cash for investment 
was viewed as indicating that the pub- 
lic’s own ability to invest for a good 
yet safe return has suffered consider- 
ably more than that of the life com- 
panies. 

The program this year was very well 
received. Vacant chairs in the conven- 
tion hall were scarce and there were 
noticeably fewer persons chatting in the 
ante-rooms while the speaking was g0- 
ing on. Chairman Parkinson’s able plea 
for a sound currency program and pat- 
ticularly the enforcement of contracts 
as written by contracting parties re 
ceived much favorable comment. 


| 
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Great Effort to 
Swing Pendulum 


Company Executives Seek to 
Lead Agents to Write Real 
Insurance 


SELLING MANY ANNUITIES 


Rate-Book Men Will Be Urged to 
Change the Course of the 
Stream 


NEW YORK, Dec. 20.—Some of the 
leading and far-seeing companies are 
undoubtedly making preparations to 
stage a big come-back for honest-to- 
goodness, dyed-in-the-wool, old-fash- 
ioned life insurance in 1935 and endeavor 
to make agents more life insurance- 
minded. Officials have been alarmed at 
the great increase in annuities, single 
premium policies, short term endow- 
ments. Vast sums of money have been 
poured into the coffers of life companies 
by people who are not really seeking 
annuities or retirement funds per se but 
who are handing their money over to 
life companies to invest. This has im- 
posed on officials an added burden and 
a problem of no mean dimensions. In 
some cases more than a third of the 
new investment income has been con- 
tributed from what might be termed 
annuity and investment policies. 

People Are Seeking Security 


People have regarded life insurance 
companies as the safest human institu- 
tion and are relying on their superior 
judgment to make investments. They 
are seeking security more than anything 
else. They are not endeavoring to find 
a high earning proposition. They have 
been hit right and left by the depression 
and their other securities to a large ex- 
tent have become impaired. The invest- 
ment problem before life companies is 
about the gravest one today. A life com- 
pany must earn its legal rate of interest 
in order to work out scientifically its 
legal reserve calculations. Nowadays 
officials have felt it very necessary to 
maintain a high order of liquidity, piling 
up cash in bank, government securities 
or others that can be readily sold. This 
naturally lowers the average rate of in- 
terest. 

Reach Far Into the Future 


Companies realize that with guaran- 
teed annuities and retirement contracts 
they are reaching far into the future. 
As one looks beyond the horizon he 
sees that invested capital will earn a 
continually lower rate and the trend will 
be downward so far as all forms of in- 
vestment are concerned. Life companies 
must keep this condition in mind. Agents 
have found annuities and investment 
Policies the easiest kind of contracts to 
sell. Therefore, it might be said that the 
entire sales force has been engaged in 
selling this form of contract. The people 
that have money are attracted to this 
field. So great has been the pressure on 
companies that almost all have had to 
increase their annuity rates, place more 
restrictions on investment forms of con- 
tracts and single payment plans. In 
other words, the companies desire to get 
back to first principles where there is a 
normal inflow of money to invest and 
Not an abnormal flood. 


Sought Line of Least Resistance 


Therefore, many companies now see 
the necessity of getting agents back into 
4 purely life insurance road and divert 
their eyes from annuities and investment 
orms. This will be no easy task. Many 
agents have been so successful in selling 


Colorful Features Mark 


Life Presidents’ Meeting 





The opening session of the Associa- 
tion of Life Insurance Presidents at the 
Waldorf-Astoria in New York City is 
always interesting and colorful. By cus- 
tom, the manager calls the meeting to 
order and introduces the chairman. 
Vincent P. Whitsitt, therefore, by virtue 
of his office, assumed that role. Speak- 
ing of his predecessor, George T. Wight, 
he stated that Mr. Wight’s physician 
had prohibited him from attending the 
meeting to greet his old friends. In pre- 
senting President T. I. Parkinson of the 
Equitable Life of New York as chair- 
man, Mr. Whitsitt said that as the meet- 
ing this year dealt with service, it was 
very appropriate that there should be a 
chairman who had rendered distinguished 
service to life insurance. 


Introductions a Notable Feature 


The introductions that the chairman 
of the Life Presidents Association makes 
at the annual meeting are always fea- 
tures worth while. Considerable back- 
ground material is gathered and the 
chairman takes many liberties with 
speakers. The Life Presidents Associa- 
tion always invites a Canadian states- 
man to give an address in honor of the 








ing that the line of least resistance, that 
they have been weaned away from the 
life insurance forms that companies 
really want. Commissions have been re- 
duced on these investment contracts in 
the hope that they may be made as un- 
profitable as possible for the salesmen. 

It is stated in this city that the field 
generals will make a concentrated attack 
during the year so that the entire talk 
will be along strictly life insurance lines. 





Canadian companies that are members. 
This year John L. Ralston, member of 
parliament and former minister of na- 
tional defense, was the speaker. Chair- 
man Parkinson stated that the border 
line between Canada and the United 
States does not seem to be a division 
but rather a bond of interlocking inter- 
est between the two neighbors. Mr. 
Ralston is a lawyer, and like many men 
in his profession, turned to politics. He 
served in the Nova Scotia legislature, his 
native heath. He retired from the war 
as lieutenant colonel and subsequently 
was made colonel. He is a member of 
the opposition in the Canadian House of 
Commons. Colonel Ralston is regarded 
as one of the most eminent lawyers in 
the Dominion. 


Federal Official a Speaker 


John H. Fahey, chairman of the Fed- 
eral Home Loan Board, and the Home 
Owners Loan Corporation, went on from 
Washington to give an address before 
the Life Presidents. Mr. Fahey has 
been a publisher, a journalist and rep- 
resented the country in many important 
national and international relationships. 
He was one of the organizers of the 
United States Chamber of Commerce 
and the International Chamber of Com- 
merce. Mr. Fahey in his opening re- 
marks said that he came as an “un- 
willing, inexperienced amateur, engaged 
in the same business that you are.” His 
hearers were especially interested in 
what Mr. Fahey had to say on the mort- 
gage problem. He said that it is essen- 
tial that confidence be maintained on 
part of those “millions of toiling, hard 
working savers, in the stability and fu- 

(CONTINUED ON PAGE 19) 








and of Canada. 





CHRISTMAS DAY whose joyous 

spirit shall be regnant in every 
heart and home, so willingly, so com- 
pletely, that to none shall the ancient 
greeting sound an unaccepted note! 
With “A Werp Merrp Christmas!’ the 
Home Office and Field organizations 
of The Penn Mutual Life Insurance 
Company cordially greet the life in- 
surance fraternity of the United States 


WM. A. LAW, President 











annuities and the investment forms, find- 














‘to incriminate him, t Y 
' given shall be received against him upon 


Draft of Illinois 
Code Published 


Affects Practically Everyone 
Connected with Insurance in 
Some Way 


HAS MANY NEW FEATURES 


Hearings to Be Started Shortly—Insur- 
ance Troops Will Converge on 
Springfield for the Sessions 


Illinois insurance men over the week 
end were thumbing eagerly the prelim- 
inary draft of the proposed new Illinois 
insurance code, which has just been pub- 
lished. It consists of 248 pages and con- 
tains many new features, some of them 
of a radical nature. There is scarcely 
anyone connected with the insurance 
business in any capacitv who would not 
be affected in some way if the code were 
passed. 

The proposed code was prepared un- 
der the direction of the so-called insur- 
ance code commission, consisting of 
three members of the lower house of 
the Iilinois legislature and two members 
of the senate. Most of the actual work 
was done by three professors from the 
University of Illinois. 

Public Hearings to Be Started 


Public hearings will be started shortly 
and the idea is to present the code in its 
final form to the forthcoming session of 
the legislature. It seems doubtful 
whether any hearings will be held be- 
fore the first of the year, although it 
was the intention of the insurance de- 
partment to get the hearings started in 
December. 

_ Insurance Director Palmer of Illinois, 
in a recent address, outlined a number 
of the features of the new code. 

All existing laws pertaining to insur- 
ance in Illinois would be repealed and 
the new code therefore would represent 
an entirely new set of laws. Many of 
the features of the existing laws would 
be perpetuated. Some laws of other 
states, which were considered desirable, 
have been inserted in whole cloth in the 
new proposed code. A number of prac- 
tices that have been followed either as 
a matter of course, under court construc- 
tion, or pursuant to opinions of the at- 
torney general would be given legisla- 
tive sanction if the code is adopted. 

The code starts off with a definition 
of insurance, as follows: “A contract of 
insurance is an agreement by which one 








party called the insurer promises for a 
consideration, to pay money or its equiv- 
alent, or to do an act valuable to another 
person called the assured, or to his bene- 
ficiary, upon the destruction, loss or in- 
jury of something in which the assured 
or his beneficiary has an interest.” 


May Subpoena Witnesses 


The director would be given power to 
subpoena witnesses, to administer oaths, 
require production of books, etc. Per- 
sons failing to appear or refusing to 
answer questions may be held in con- 
tempt and be subject to penalty of not 
exceeding $1,000. 

If the director shall insist upon a per- 
son testifying, over the protest of such 
person that such testimony might tend 
no testimony so 


any criminal action, provided that the 
person is not to be exempt from prose- 
cution for any injury or false statement 
made by him in his testimony. 
In the part of the code devoted to 
organization and admission of com- 
panies, there is a provision that promo- 
tion expense shall not exceed 15 per- 
(CONTINUED ON PAGE 2) 
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Service to People | 
Paramount Factor 





Two Speakers at Life Presidents 
Meeting Discuss High Ideals 
in Life Insurance 


AGENTS-AS BENEFACTORS 


Behrens and Stevenson Give Inspired 
Addresses on Human Elements 
Found in Business 


Two speakers at the New York an- 
nual meeting of the Association of Life 
Insurance Presidents last Friday de- 
veloped the theme of the high type of 
service being rendered people by life 
insurance and its representatives. 

President H. A. Behrens of the Con- 
tinental Assurance, Chicago, speaking 
on “Humanity of Life Insurance,” said 
that its results are better measured in 
human equations than in dollars. He 
urged that the vision of life insurance 
be more in terms of: “By their fruits 
ye shall know them.” 

Stevenson Discusses Ideals 


Vice-president E. B. Stevenson, Jr., 
of the National Life & Accident, Nash- 
ville, talked on “American Ideals in 
Agency Service.” He said the position 
of the life underwriter has been digni- 
fied to the point that those so engaged 
are highly regarded. American ideals 
in agency service are improving the 


standard of working conditions in the 
field and making the selling of life in- 





surance a pleasant and profitable occu- 
pation. There is noticeable improve- 
ment in the quality of service rendered 
to policyholders and the insuring pub- 
lic. It is possible now to visualize the 
great benefits that will accrue to so- 
ciety as a result of the efforts of this 
efficient agency force. 

Service is the very keynote of agency 
work, Mr. Stevenson said. The intelli- 
gence and integrity exercised by the 
agency force in meeting the dual ob- 
ligation to company and _ policyholders 
are outstanding and certainly have been 
a major factor in building American 
life insurance. The huge network of 
agencies spreading over the country, he 
said, has succeeded most splendidly in 
educating the American public; that life 
insurance now is a national institution, 
claiming one out of every two American 
citizens as its policyholder. 


Exert Great Influence 


“Consider the effect upon America 
when no home is destroyed by unex- 
pected death,” Mr. Stevenson said; 
“when no boy is deprived of the educa- 
tion for which his father planned, when 
no girl is left wholly dependent. In 
supplying the answer to these problems 
this field force of American men and 
women will exert a tremendous in- 
fluence for good through the thousands 
of contacts made daily with policyhold- 
ers and their beneficiaries.” 

He said probably most people who 
own life insurance are interested fun- 
damentally in providing security for 
themselves and their loved ones and are 
not likely to have as the main consid- 
eration the thought that they are lifting 
from the state a potential burden in the 
form of caring for them in old age or 
for their dependents in case death re- 
moves the provider of the family in- 
come. He said it is not apt to occur 
to them that their life insurance is a 
typically American way of preparing for 
future emergencies through personal 
sacrifice and forethought; that a man 
when buying a life policy is doing 





something for his country by building 
up a personal economic reserve that will 
assist him in functioning as a sound 
and solvent member of society. 

The result of the efforts of the Amer- 
ican life insurance agency force in the 
face of difficulties of the last two years, 
Mr. Stevenson said, reflects a continu- 
ance of the determination of Americans 
to be self-supporting, to solve their 
own problems, to do their own part in 
carrying the general load. It means 
that the principles for which the busi- 
ness stands continue to be a powerful 
factor in American life and is a signi- 
ficant sign from the standpoint of the 
national economy. 

Mr. Behrens said the contribution of 
life insurance to human welfare is more 
important than its millions of assets. 
Altogether in 1934 benefits under life 
policies were paid to the number of al- 
most 7,000,000, it being estimated that 
the direct payments touched the lives 
of 21,000,000 persons, including bene- 
ficiaries and other dependents. Over 
6,000,000 living policyholders, either be- 
cause of reaching a certain age or for 
other reasons, received payments which 
touched directly or indirectly the lives 
of more than 18,500,000 persons. In 
addition death claims were paid to about 
800,000 persons, these payments bene- 
fiting 2,500,000 widows, children and 
other dependents. 


Many More Will See Light 


“T know that there are this many 
lives whose opportunities in the world 
have been improved,” Mr. Behrens said, 
“whose courage to do has been strength- 
ened and whose usefulness has been 
increased. And I can realize better that 
those who voluntarily in the way of 
carrying life insurance have made it 
possible for these benefits to be paid 
have done something that makes the 
world a better place in which to live. 
Because 63,000,000 policyholders now 
living have made the same kind of pro- 
vision, I know that the world will con- 
tinue to be a better and happier place 





and I feel that the millions who pe. 
haps have not yet seen the light ult. 
mately will make similar provision.” 

Mr. Behrens touched on the cop, 
munity fund charity drive in Chicago 
last year, saying that the annual e. 
penditure for maintenance of private 
charities in that city required approxi. 
mately $12,000,000 a year. These chari. 
ties include infant welfare organizations 
clinics, Salvation Army, Boy and Gjr| 
Scouts and all other institutions filling 
the need of character and body build. 
ing that by reason of want was neg. 
lected at home, and also include insti. 
tutions that take care of the aged poo 
and helpless. He said $12,000,000 ap. 
nually seems a pitifully small sum jp 
the light of what is accomplished, and 
it seems even smaller to him when fe 
realizes that the need was there becausg 
many family providers had failed to 
carry the $300,000,000 of life insurance 
the interest on which would hay 
yielded the annual income that private 
charities are using to maintain the 
standard of civilization. 


Assisted Charity Agencies 


He said he was not criticising the 
people who have ignored their obliga. 
tions; that what they and their kind 
need is not greater criticism but 
“greater love and more education to 
realize the higher standards of this age” 
Apropos of this he made the point that 
if it had not been for the 20,000,000 citi- 
zens who were aided by life insurance 
payments in 1934, it might be expected 
that the demands on private charity 
would have been much greater. As fine 
and wonderful as charity work is, both 
to the giver and receiver, he said, the 
striving of men for independence is 
much finer. Mr. Behrens asked what 
better and more effective way there is 
of achieving that independence _ than 
through life insurance. 





Start 1935 out right by subscribing to 
the publications listed on the enclosed 
ecard. Check, sign and mail now! 
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November Production in 
Slight Drop From 1933 


BIG DECREASE IN GROUP 


Results For First 11 Months 9.4 Per 
_Cent Better Than For Same 
Period Last Year 


NEW YORK, Dec. 20.—Although 
new life insurance production for No- 
vember was .6 of 1 percent less than 
for November, 1933, the volume of new 
production for the first 11 months of 
1934 showed an increase of 9.4 percent 
over the corresponding period of 1933, 
according to the report forwarded by 
Life Presidents Association to the de- 
partment of commerce. 

Ordinary and industrial both showed 
increases last month. For November, 
new ordinary amounted to $443,157,000 
against $436,723,000 for November, 1933, 
increase 1.5 percent; industrial $205,463,- 
900 against $202,843,000, increase 1.3 per- 
cent; group $28,137,000 against $41,483,- 
000, decrease 32.2 percent. The total 
new business for November was $676,- 
757,000 against $681,049,000. 


Give 11 Months Figures 


For the first 11 months, the total new 
business was $7,766,856,000 against $7,- 
097,346,000 las year. New ordinary was 
$5,053,856,000 against $4,668,989,000, in- 
crease 8.2 percent; industrial $2,287,356,- 
000 against $2,126,844,000, increase 7.5 
percent; group $425,644,000 against $301,- 
513,000, increase 41.2 percent. 

Following is the table showing new 
paid-for business written during each of 
the 11 months of 1933 and ’34, the last 
three digits being omitted, with percent- 
age increases or decreases: sine 


1934 

$ 665,457 
648,073 
787,628 
794,495 
791,544 
762,490 
694,259 
699,879 
551,556 
694,718 
676,757 


Total $7,097,346 $7,766,856 


RESEARCH BUREAU FIGURES 
HARTFORD, Dec. 20.—Sales of or- 


dinary insurance for November were 
very slightly below the figure for No- 
vember a year ago, the Life Insurance 
Sales Research Bureau has announced. 
For the first 11 months sales were 10 
percent ahead of the same period last 
year. For the 12 months ending Nov. 
30, sales were 9 percent ahead of the 
previous 12 months. 


1933 
Jan. $ 614,431 
Feb. 609,725 
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Connecticut General Makes 
Increase in Premium Rates 


(CONTINUED FROM PAGE 1) 


surance, providing that the total deposit 
1s $1,085 for each $1,000 of insurance 
protection. 

Income yields under option B and 
under the endowment maturity option 
have been reduced in line with the cur- 
rent trend in annuity rates. Family in- 
come protection will be offered by means 
of a rider rather than through the pres- 
ent form of trust agreement. The extra 
Premiums in this form have been in- 
creased and now include a_ slightly 
graded charge for a policy with disability 
than for a policy without. Nonmedical 
msurance will be considered through 
age 40 to $6,000 except on the salary 
Savings basis which remains at 45 and 
the amount of insurance $10,000. The 
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discount on advance premiums is set at 
2312 percent. 

A comparison of the new and old 
guaranteed cost rates follows: 


Comparison of Annual Premiums 
Ordinary 20-Payment Life 
Ine. 


Age New Old New Old _ Pct. 
. -$13.48 $13.01 $21.38 $20.25 5.6 
0.. 17.64 16.92 26.05 24.56 6. 
5.05 33.38 31.95 4. 
45.03 43.77 2. 
64.80 63.79 7: 
Term 10 Years 


New Old 
. $ 8.08 $ 8.05 
8.71 8.67 
11.88 11.74 
21.59 21.21 
44.88 43.86 


Insurance to 65—Male 


Convertible to 6 


Old 
$10.86 
13.39 
18.64 
28.24 


1 Gobo towra 


: New 
.. $10.86 
« E876 
19.02 
28.67 


Ola 
17.17 


Comparison of Insurance Income 
Maturity Values 


—Male— —Female— 
Old New Old 
$1,550 $1,769 $1,670 
9 1,49 


1,370 
1,425 1,320 


1,200 , 
1,060 1,267 1,180 


Age New 





Johnson Succeeds Dr. Kirgan 
as Manager in Cincinnati 


Paul Johnson has been appointed 
Cincinnati manager of the Fidelity Mu- 
tual Life effective Jan. 1. He has been 
general agent of the Midland Mutual in 
Cincinnati three years. He succeeds 
Dr. W. Kirgan. Dr. Kirgan is a 
native of Cincinnati and has represented 
the Fidelity Mutual 28 years, becomine 
an agent before he graduated from col- 
lege. 

Dr. Kirgan Associated 


Dr. Kirgan will keep up his life in- 
surance work and will have the title as- 
sociate manager. He has felt for some 
time he should like to be relieved of his 
managerial responsibilities. He will 
assist Mr. Johnson in aggressively de- 
veloping the Cincinnati territory for the 
company. 

Mr. Johnson started from scratch in 
Cincinnati and has built a good busi- 
ness for the Midland Mutual. Previous 
to his connection in Cincinnati he was 
with the Massachusetts Mutual in 
Cleveland. Before that he was sales 
manager for several industrial concerns. 
He is 28 years old and a C. L. U. 





Continental American Goes 
on 3 Percent Reserve Basis 


(CONTINUED FROM PAGE 1) 


will continue to diminish toward a rate 
which is uncomfortably close to the rate 
which we have employed in the calcua- 
tions of premiums and reserves, namely 
3% percent.” 

The increase in the company’s rates 
resulting from this change will be at 
age 35 from $21.17 to $22.56 on partici- 
pating preferred class ordinary life, from 
$30.10 to $32.93 on participating pre- 
ferred class 20 payment life, and from 
$45.73 to $48.45 on participating 20 year 
endowment. 

Also under the new policies there will 
be a surrender charge of $8 per thou- 
sand at the end of the second year, run- 
ning off at the rate of $1 per year so 
that the full reserve will be payable on 
surrender at the end of the tenth and 
subsequent years. 

Another change is the insuring of cer- 
tain sub-standard classes with a flat ex- 
tra premium either temporary or contin- 
uous, depending on the nature of the 
risk, under the standard forms of policy, 
allowing the customary terminal values, 
including term insurance. 
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A Joyous Christmas... 
A Happy ‘New Year to You! 


‘With a year of the upturn behind us, Christmas throughout the nation once more 
possesses its old-time cheer and happy spirit. And the year 1935 bears promise of 
still further improvement which all alert life insurance men and women are planning 
to capitalize. 


The present is, therefore, a real occasion for a greeting of this kind. 


In this message the officials of the Pan-American Life Insurance Company not only 
send the most cordial good wishes for Christmas, but also say to you—'Forward 
Life Underwriters—to a Happy and Prosperous New Year!" 


For Agency Information address 


THEODORE M. SIMMONS, Manager United States Agencies 


PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U.S.A. 


EDWARD G. SIMMONS, Vice Pres. & Gen. Mgr. 
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C. W. Moose Named Director 


of Insurance in Nebraska 





WITH HOME LIFE IN OMAHA 





Has Been General Agent There for 15 
Years—Factional Fight Causes 
Selection of New Man 





LINCOLN, NEB., Dec. 20.—Gover- 
nor-elect Cochran has announced the 
appointment as state director of insur- 
ance of Conn W. Moose, for the last 
15 years general agent at Omaha for 
the Home Life of New York. He suc- 
ceeds Lee Herdman, four years state 
director, and will take office Jan. 4. Mr. 
Herdman was strongly backed for re- 
appointment by the life and fire insur- 
ance interests of the state, but they de- 
spaired of success when, a few days ago, 
Arthur F. Mullen, state Democratic 
leader, announced that he would oppose 
Mr. Herdman’s reappointment, and 
threatened that if Herdman were named 
he would demand .a legislative invest- 
gation. Mr. Herdman said he would 
welcome such an inquiry. 

George S. Mullen of Omaha, an uncle 
of Arthur Mullen, was a candidate for 
the position. Mr. Herdman was an ap- 
pointee of Governor Bryan, with whom 
Mullen has had a bitter feud for sev- 
eral years and whom he defeated for 
the Democratic nomination for sena- 
tor. The new governor was_ not 
anxious to get into a position of decid- 
ing between the two factions, and so 
chose a third man. 

Mr. Moose is 46 years old, and has 
been a resident of Omaha for 20 years. 
His life insurance experience covers 25 
years. For three years he was travel- 
ing agency instructor in the United 
States and Canada for the Prudential. 
For the last year he has been an in- 
structor in life insurance methods in 
Omaha University, being recommended 


for that position by the insurance men 
of Omaha. It is intimated in political 
circles that an almost complete change 
in personnel will be made in the insur- 
ance department. 

Mr. Moose was general agent at 
Omaha for the Security Mutual of New 
York for five years before going with 
the Home Life. He has made applica- 
tion to his home office for a leave of 
absence for two years. 

He is the second bona fide insurance 
man to head the Nebraska department. 
J. R. Dumont, now with the Interstate 
Underwriters Board in New York, 
being the other, a number of years ago. 


MICHIGAN ASPIRANTS LISTED 


LANSING, MICH., Dec. 20—While 
there has been much sentiment among 
insurance men for retention of C. E. 
Gauss, Democratic commissioner, under 
the ensuing Republican regime of Gov- 
ernor-elect Fitzgerald, political pressure 
is expected to prove strong enough to 
bring about his replacement. , 

One of the leading possibilities in 
event of a change is J. T. Armstrong, 
Detroit local agent and former member 
of the legislature. He headed the Fitz- 
gerald-for-governor committee in Wayne 
county (Detroit) and is almost certain 
to land some state office if he wants it. 
He has had much experience on the 
house insurance committee, heading it 
in 1929. 

Others mentioned include Col. John 
Emery, Grand Rapids, local agent and 
former national commander of the 
American Legion; L. J. Treanor, vice- 
president Michigan Life, Detroit, and 
former department chief examiner, and 
C. D. R. Mulder, Muskegon local agent. 


Shakeup Is Predicted 


OKLAHOMA CITY, Dec. 20—A 
shakeup in Oklahoma insurance board 
personnel the first of the year is being 
predicted. Some of the old timers are re- 
ported to be uneasy about their posi- 


Van Schaick Will Retain 
Present Post Temporarily 





LEHMAN ISSUES A STATEMENT 





New York Insurance Superintendent 
Will Not Leave Until After the 
Legislature Adjourns 





NEW YORK, Dec. 20—In the 
course of an official statement Governor 
H. H. Lehman announces that G. S. 
Van Schaick has once more been pre- 
vailed upon to subordinate personal con- 
siderations and to remain as head of 
the insurance department for the period 
of the ensuing legislative session. The 
New York legislature meets annually, 
bginning Jan. 2, usually adjourning early 
in April, 

Of Mr. Van Schaick the governor 
further says: “He has for some time 
past been eager to be relieved of the 
great responsibilities and unusual de- 
mands of his office. On his shoulders 
has been placed one of the most gigan- 
tic administrative tasks in the history of 
the state, and he has handled and dis- 
charged the heavy responsibilities of his 
office with unusual devotion to the pub- 
lic interest.” 

His support is particularly desired by 
Governor Lehman in view of the amen- 
datory measures the latter intends to 
present at the forthcoming legislative 
session and concerning which Superin- 
tendent Van Schaick has expert knowl- 
edge. The latter was first appointed 
as head of the insurance department by 
Governor Roosevelt in 1931. 








member of the state insurance board by 
virtue of being insurance commissioner 
but the other board members are ap- 








tions. Commissioner Jess G. Read is a 


pointed by the governor. 


Guardian Life Men Honor 
Heye on 45th Anniversary 





Carl Heye, president of the Guardia, 
Life, was honored at a dinner commen. 
orating his 45th anniversary in servic 
of the company by directors and office; 
at the Waldof-Astoria. Invitations wer 
limited to 45 guests, 12 going to agents 
whose productions in the recent 45-day 
Heye anniversary campaign qualifies 
them for attendance. Mr. Heye Was 
presented a silver tray commemorating 
the occasion. It bore facsimile sig. 
natures of the Guardian’s directors, oj. 
ficers, of representatives of the field anj 
home office organizations present, an( 
of field men and managers whose paid 
production fulfilled quota requirement; 
A silver water jug, gift of Presiden 
Heye’s fellow-officers, accompanied the 
presentation of the tray. The four lead. 
ing producers of lives present comprise; 
J. C. Gregsamer, Hoffman agency, Chi. 
cago, Mrs. Berenice Meistroff, Kansa; 
City, Sig. Kaplan of the Bragg agency. 
New York, and M. L. Harris, Sap 
Francisco. The four leaders in volume 
were W. C. Ross, Milwaukee; J. lf 
Palmer, Tampa; Albert Durner, Ney 
York (Doremus-Haviland), and J. J, 
Sutton, Syracuse. Managers of the four 
leading agencies in percentage of vol. 
ume quota paid-for attending were J, 
E. Bragg, New York, T. J. Miles 
Tampa; George Hoffman, Chicago, and 
G. E. Ott, Philadelphia. Vice-president 
J. A. McLain was toastmaster. 

There were brief eulogies delivered by 
Director W. H. Gilpatrick, speaking for 
the board; Manager Hoffman of Chi- 
cago representing the managers present; 
and Mrs. Meistroff, for agents present. 
Manager F. S. Doremus New York 
(Doremus-Haviland) agency, dean of 
Guardian managers with 52 years’ serv- 
ice, spoke for the entire field force and 
Charles Morgan of the home office, 
oldest employe in point of service, for 





the home office staff. 
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JEFFERSON STANDARD 


LIFE INSURANCE COMPANY 


GREENSBORO, N. C. 


Julian Price, President 


A. R. Perkins, Agency Manager 
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Johnson & Higgins Resigns 
Prudential General Agency 





EUBANK GOES WITH COMPANY 





Life Manager Will Open Up New 
Downtown Ordinary Agency— 
Leader in Production 





NEW YORK, Dec. 20.—Johnson & 
Higgins, nationally known general brok- 
erage firm, has resigned its general 
agency of the Prudential effective Dec. 
31, W. H.. LaBoyteaux, president, has 
announced. Coincidentally the Pruden- 














GERALD A. 


EUBANK 


tial has announced that Gerald A. Eu- 
bank, manager of the Johnson & Hig- 
gins life department for the last seven 
years, has been appointed manager of a 
new agency to be known as the Down- 
town Ordinary agency of the company. 

In his announcement Mr. LaBoyteaux 
stated that it is to Mr. Eubank’s efforts 
that Johnson & Higgins largely at- 
tribute the very considerable success of 
its agency of the Prudential, adding that 
Mr. Eubank carries with him the good 
will and best wishes of Johnson & Hig- 
gins. Johnson & Higgins will continue 
their activities in life insurance, both as 
to ordinary life and group and pension 
insurance, 


Leader in Production 


Stating that during the seven years of 
its existence the Johnson & Higgins 
general agency had been one of the 
Prudential’s leaders in production, the 
latter company’s announcement contin- 
ued that “in order properly to handle 
the large volume of business on the 
books, and to continue uninterrupted. the 
contracts of and service to the many 
brokers doing business through the 
present J. & H. organization” the Pru- 
dential is establishing the new ‘“Down- 
town Ordinary” agency, taking over 
Mr. Eubank’s present staff, including H. 
C. Henderson and L. P. Robinson, both 
of whom are well known to brokers 
here. 

The new agency will take over all 
Prudential life business of the J. & H. 
agency and will commence operations 
under the new arrangement Jan. 2. For 
the present, the new agency will be lo- 
cated in the present quarters, at 67 Wall 
Street. 

Has Brilliant Career 


A native of Texas, Mr. Eubank joined 
the Connecticut Mutual Life in Balti- 
more at 21 after leaving the navy as a 
first class petty officer. Quickly achiev- 
ing leadership, at 22 he was made gen- 
eral agent for that company in 1915, 
continuing until 1917 when he rejoined 
the navy as an ensign, and saw active 
duty overseas. Returning here after the 
war, he became assistant superintendent 





Life, leaving after two years to become 
Michigan manager of the Canada Life 
with headquarters at Detroit, bringing 
the Michigan agency during his four 
years’ tenure from 15th to second place 
among the company’s agencies. In ad- 
dition he led the company’s entire field 
forces in personal production from 1920 
to 1924, paying for an average of more 
than $1,000,000 a year. 

In 1924 Mr. Eubank teamed with 
Hugh D. Hart in the Hart & Eubank 
general agency of the Aetna Life in 
New York City. They became produc- 
tion leaders among all companies in the 
United States, paying for $81,268,524 in 
1926, of which $66,268,524 was ordinary 
and $15,000,000 group and wholesale. 
When the partnership was dissolved in 
1927 he organized the life department 
of Johnson & Higgins and became its 
manager. On Jan. 1, 1928, the Johnson 
& Higgins life department became gen- 
eral agents for the Prudential. 


DOOLING IN CHICAGO CHANGE 


Edward H. Dooling, manager of the 
Johnson & Higgins life department in 
Chicago for over six years, will be asso- 
ciated with Jesse Smith, manager of the 
Chicago “outside” ordinary office, as 
production manager effective Jan. 1. The 
Johnson & Higgins’ contracts and serv- 








ice are being transferred to the Smith 
office in the Field building, 135 South 
La Salle street. Service to brokers and 
agents which have been placing with 
Johnson & Higgins will be maintained 
uninterruptedly. Additional space is 
being taken by Mr. Smith to handle the 
increased business. 

The Johnson & Higgins office has 
contributed in a large degree to the suc- 
cess J. & H. had nationally as Pruden- 
tial general agent. Mr. Dooling built up 
a large brokerage and agency following 
which he takes along in the change. He 
kas had 12 years’ life insurance experi- 
ence, of which four years were as agent, 
two years as supervisor for Hart & Eu- 
bank when they were New York City 
general agents of the Aetna Life, and 
the remainder as manager of the J. & H. 
life department in Chicago. 


Judge Conn Not an Aspirant 


Judge Harry L. Conn of the law firm 
of Conn & Stroup of Van Wert, O., 
former Ohio superintendent of insur- 
ance, was spoken of as a possible candi- 
date for the position in Ohio under Gov- 
ernor-clect Davey. Judge Conn - says 
that he was not a candidate in any sense 
of the word and could not accept the 
post. He wrote Governor-elect Davey 
to that effect when he saw his name 








Morro Castle Claim Paid 
Where Policy Had Lapsed 





An aftermath of the noted Morro 
Castle steamer disaster was the 
payment of a $2,500 claim by the 
Pan-American Life on a policy- 
holder drowned following the dis- 
aster. The policy had lapsed and 
was on extended insurance. The 
policyholder, evidently thinking 
the policy valueless, had destroyed 
it. A sister, the beneficiary, dis- 
covered the evidence of its exist- 
ence and upon inquiry found it to 
be in force and filed claim papers. 











mentioned. Judge Conn further says: 
“I recall with pleasure the many 
friendships made while superintendent 
and as president of the National Con- 
vention. Occasionally I run _ across 
some of the fellows, and, from time to 
time, hear from others. It would indeed 
be a delightful association again, but my 
et:gagements and personal interests pre- 
clude any political affiliation. In fact, 
had such been my desire, I could now be 





in Washington.” 








of agencies of the Massachusetts Mutual 
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Our Consultants Are Qualified 
By Thorough Training 




















We believe that the interests of 
Policyholders, Field Force and 
Company are exactly parallel, 


We believe that wastage in the 
Life Insurance business is borne 
by Policyholders, Field Force 
and Company alike, 


We believe that Standards of 
Performance are attainable which 
Will eliminate waste, and 





We believe that these principles 
should find expression in the 

relationship entered into between 
the Field Force and the 
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President 


Home office schools of two weeks’ duration inaugu- 
rate the training program for our field represen- 
tatives to qualify them as policyholders’ consult- 
All recruits to our field organization— 
experienced or inexperienced in life insurance 
work—are required to attend this school to become 
acquainted with the fundamentals of the LIFE- 


The second step in our broad training program 
is a period of intensive training under the guid- 


The third phase is a complete correspondence 
course which the consultant must continue under 
supervision of the home office. 


ALEX C. GREEN 


are surveyed, and 
diagnosed, and a 


tatives. 


plan. 
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Under the LIFE-TIME Plan, our consultants 
work toward a goal of selecting and qualifying a 
definite life-time clientele. They offer these clients 
a truly professional service. Each client’s policies 


planned on a scientific basis. 


For this work, consultants are paid on an alto- 
gether new basis for life insurance field represen- 
Persistency of business, average size of 
policies, and other factors which enter into the 
actual value of business in force to the company 
are taken into consideration in the remuneration 





brought up-to-date. Needs are 
life-time insurance program is 





school are being 


from capable men. 








KANSAS CITY, KANSAS 


The second of our home office schools has just been 
held. Applications for enrollment in our next 


GEORGE L. GROGAN 
Agency Vice-President 


considered. Inquiry is invited 
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National Advertising Plans. 
Discussed at I. A. C. Meet 





SIXTEEN COMPANIES IN FIELD 





Reddall Says Program Should Not Be 
Embarked Upon Unless Company 
Operates in Half of the States 





Considerablg discussion at the semi- 
annual meeting of the Insurance Adver- 
tising Conference at New York cen- 
tered about the national advertising of 
life insurance companies. 

A. H. Redall, Equitable Life of New 
York, said 16 life companies are now 
conducting such campaigns, they being 
3ankers Life of Iowa, Equitable Life 
of New York, John Hancock, Home 
Life, Lincoln National, Metropolitan, 
Mutual Life, National of Vermont, New 


York Life, New England Mutual, 
Northwestern Mutual, Penn Mutual, 
Phoenix Mutual, Provident Mutual, 


Prudential and Union Central. 

A company should not undertake such 
a campaign unless it is licensed in half 
of the states, he said. National adver- 
tising makes the work of the agent 
easier, he contended. It will not take 
the place of the agent, because insur- 
ance is seldom bought through the 
printed word. Agents are less apt to 
leave a company if it is helping them 
through well directed publicity. 

Through national advertising, he said, 
companies can capitalize, cultivate and 
conserve the ppoularity which the insti- 
tution as a whole enjoys. 

Frank J. Price Jr., Prudential, dis- 
cussed advertising copy. Different tech- 
nique is required in preparing copy for 
insurance papers, magazines and trade 
papers, he said. 

J. A. Pierce, John Hancock, said sales 
material of insurance companies is 
thoughtfully and intelligently prepared 














RECORDS 


Bert Hedges, Kansas, Business Men’s 
Assurance—1ll1-month sales exceeds by 
10 percent entire year of 1933. Novem- 
ber business largest in history. In a 
“Dawn to Midnight” drive Mrs. Jessie 
House of Wichita turned in 11 applica- 
tions, while Milton Stehseth had the 
largest volume. 

John Bullard, Michigan, Reliance Life 
—November 12th consecutive month to 
show gain with $3,119,432 paid business, 
a gain of 11.4 percent. New accident 
business increased 51 percent and weekly 
indemnity health gained 44.6 percent. 

F. L. Klingbeil, Detroit, Prudential 
(ordinary)—More than 6,000,000 of writ- 
ten and examined ordinary business was 
produced in November. 

Johnston & Clark, Detroit, Mutual 
Benefit Life—250 applications for $950,000 
secured in one-day sales drive featuring 
the idea of salary continuance through 
insurance. M. B. Baur led in number of 
applications with 40. R. C. Wilson led 
in volume with $242,000. 

Frank W. Engel, Milwaukee, Franklin 
Life—Gain of 128 percent in the volume 
for year to date. In a one-day contest 
36 applications for a total of $96,000 were 
produced. 

H. E. Barlow, Springfield, Mass., Con- 
necticut General Life—Secured 328 per- 
cent of new business quota in drive in 
honor of President R. W. Huntington. 
Branch was feted for records by Wor- 
cester, Boston and Providence -agents. 
M. D. Pomeroy, Holyoke, led the coun- 
try in the largest number of applica- 
tions with 73. 

A. L. Payne, Los Angeles, New World 
Life—Increase of 78 percent in writ- 
ten business for November; 11-month 
gain, 60 percent. 











and indicates the character of the in- 
dustry as a whole. Another speaker was 
C. H. Marston, Geare-Marston, Inc., of 
Philadelphia. 
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“Your interest in our success is a 
source of inspiration which helps 
much in these days when it is rather 

» 33 
easy to become discouraged. 


Just one of many affirmations by our Field men that the 
Company is Agency-minded. 


We have several attractive General Agency openings, 
with liberal contracts, for capable men. 


Insurance written from birth to age sixty. 


Oxnjp7lire 


/hsutance Company ofAmerica. 
MILWAUKEE, WISCONSIN 
OPERATING IN: 


Illinois Minnesota 
lowa Ohio 
Michigan 


South Dakota 
Washington 
Wisconsin 




















Returns to Insurance 


With Bankers National 











HUGH D. HART 


Hugh D. Hart, former well known 
life insurance company executive, has 
now returned to the business. He is 
connected with the Bankers National 
Life of New Jersey. 

Mr. Hart has developed a_ policy 
which sells for $3.65, or a penny-a-day. 
It is payable annually, however. 

The amount of insurance is that 
which $3.65 will purchase at the part- 
ticular age of the applicant. It is ten 
year term insurance, nonconvertible and 
nonrenewable. 

It is intended to appeal to -persons 
who have borrowed on their insurance 
during the depression and desire to in- 
sure the amount that they have drawn 
down. It is also conceived as having 
quick sales possibilities to many per- 
sons who would like to have a small ad- 
ditional amount of insurance. 

Mr. Hart operates the plan through 
the American Agency Association, of 
which he is the president, at 99 John 
Street, New York. The policies, how- 
ever, are underwritten bv the Bank- 
ers National Life. 

The firm of Roddick & Son, A-1909 
Insurance Exchange building, Chicago, 
has been appointed general agent for 
litinois of the American Agency Asso- 
ciation to handle the penny-a-day poli- 
cies. Roddick & Son are general agents 
for the Bankers National Life and tran- 
sact a general insurance business. 





Illinois Supreme Court Bars 
Reopening E. J. Stevens Case 





The Illinois supreme court has denied 
a rehearing in the case of Ernest J. Ste- 
vens of Chicago, who was charged in 
October, 1933, as vice-president and di- 
rector of the Illinois Life, with em- 
bezzling $1,308,000 from the company. 
The Illinois supreme court in October 
reversed the conviction of Mr. Stevens, 
holding that there was no evidence or 
fraud produced by the state. The 
state’s petition for a rehearing and de- 
nial of this plea brings the case to a 
close. Mr. Stevens was formerly head 
of the Hotel La Salle and the Stevens 
Hotel in Chicago. Thus he is finally 
and completely vindicated of the charge 
that was brought against him. 


J. J. O’Brien Is Dead 


John J. O’Brien, 49, former general 
Wisconsin agent of the Lincoln National 
Life and more recently a special 2-ent 
with the Victor M. Stamm home office 
general agency of the Northwestern 
Mutual Life, died of heart trouble after a 
long illness. For a time Mr. O’Brien 
was local field supervisor for the old 





line Life of Milwaukee. 


Missouri Commissioner and 


Agents Confer on New Cod 





CONTEMPLATE MANY CHANGES 





Insurance Laws of State Would Be 
Strengthened and Revised in 
Many Respects 





ST. LOUIS, Dec. 20.—A special com. 
mittee of the Missouri Association of 
Insurance Agents is conferring with 
Superintendent O’Malley and P. B. Me. 
Haney attorney for the insurance de- 
partment, on the tentative draft of the 
proposed insurance code for Missouri 
that has been prepared by McHaney on 
instructions from O’Malley. Copies of 
the draft have been distributed. The 
plan is to submit the act to the forth- 
coming session of the legislature. 


Licensing of Agents 


There is provision for examination of 
all agents and brokers seeking licenses, 
If a license is revoked the licensee can- 
not obtain a renewal for a period of two 
years. Section 59 provides the superin- 
tendent may license only individuals and 
that no license shall be issued to a part- 
nership, corporation or association of 
persons. 

There are strict provisions relative to 
the payment of net balances due com- 
panies on demand. 

An agent can obtain the right to place 
business with unlicensed carriers. The 
agent acting for unauthorized carriers 
shall be held personally liable for the 
payment of all claims under policies he 
has placed with such concerns in the 
event of the company’s failure to pay 
any claim or loss arising under its poli- 
cies, 

The code prohibits issuance of both 
participating and nonparticipating poli- 
cies by life companies. 

Stock with policy sales are prohibited. 

The capital requirements for stipu- 
lated premium companies would be in- 
creased. 

There is a provision that life com- 
panies may refuse payment on policies 
in the event of suicide within one year. 

The operations of non-profit mutual 

benefit societies not under the jurisdic- 
tion of the insurance department are 
barred. 
_ The general trend is toward a stronger 
financial setup for all types of insur- 
ance carriers and a tightening of the 
provisions so that all insurance buyers 
shall be treated alike. One very impor- 
tant change is that dividends by insur- 
ance companies would be limited to the 
actual profits from the business. There 
is a provision for the registration of all 
life policies and annuity contracts. 


Exempt from Ohio Tax 

COLUMBUS, O., Dec. 20.—The Ohio 
legislature has adjourned after enacting 
a sales tax law. Homer Trantham, ex- 
ecutive secretary Insurance Federation of 
Ohio, has sent out a bulletin stating that 
insurance will not be affected by the 
sales tax as this tax applied only to tax- 
able personal property. The debt ad- 
justment or municipal bankruptcy bill 
was passed, providing for the scaling 
down of interest rates only. Another 
measure extended the operation of the 
Best moratorium law. 

Mr. Trantham warns that taxation will 
be a big issue in the next assembly as 
the present program is only temporary. 
Every effort will be exerted to see that 
—— is not further burdened with 
axes. 


_ In honor of Vincent B. Coffin, super- 
intendent of agencies of the Connecticut 
Mutual Life, the J. Zimmerman 
agency of Newark recently staged a one- 
week drive which netted more than 
$600,000 in submitted income—the larg- 
est week’s business in the history of the 
agency. 
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Discuss Nonmedical Plan 


for Handling Small Risks 


—_—————. 


Is RULE IN SOME COMPANIES 





Home Office Underwriters of Chicago 
Hold Interesting Forum on 
Live Topic 





The possibilities of nonmedical in- 
surance in handling the greatly in- 
creased percentage of small applications 
were discussed at the monthly meeting 
of the Home Office Life Underwriters 
of Chicago. The experience of various 
companies and their methods of han- 
dling nonmedical were given. R. J. 
Campbell, Continental Assurance, chair- 
man for the evening, led the discussion 
on “The Smaller Cases,” stating about 
4,500,000 policies made up the $7,500,- 
000,000 insurance written last year. 
Walter Nordgren, Washington National, 
president, presided. 

Nonmedical insurance usually has 
been written in rural territory due to 
difficulty of securing examinations. He 
said it may be a distinct asset to the 
agency force even in urban territory, 
and can be written successfully if field 
men are carefully selected. Recent in- 
vestigation shows that adult nonmedical 
mortality takes a distinct upward turn 
at age 35 and more so at 40. Juvenile 
nonmedical is more or less an unknown 
quantity, but he believes it can be writ- 
ten successfully. 


Small Cases Important 


_ One idea is to make the agents qual- 
ify to write nonmedical by submitting 
$50,000 of business before the privilege 
is granted. Home office men need to 
work closely with agents. The small 
cases of $1,000, $2,000 and $3,000 mean 
more to the agents than ever before. 

The first underwriting on any busi- 
ness is done in the field anyway, he 
said. The privilege of writing non- 
medical may more definitely place this 
responsibility on the agents and cause 
them to weed out bad risks more care- 
fully, not only on nonmedical but med- 
ically selected business. 

In the case of unemployed applicants 
will be encountered those on the charity 
rolls and those still having some cash 
reserve. Applicants actually on relief 
should be considered very hesitantly for 
life insurance. 


Wide Range of Views 


Charles Menor, Mutual Trust Life, 
gave digested views on nonmedical busi- 
ness obtained from many sources. One 
of the difficulties of the small policy is 
the tendency of many smaller ordinary 
companies eager for business almost to 
invade the industrial field. Industrial 
companies write in addition to indus- 
trial and ordinary contracts an inter- 
mediate policy which carries rate some- 
where between those for the other two 
forms. The ordinary company which 
will write very small amounts can raid 
the industrial and intermediate business 
by showing lower rates and much of 
this, it was said, is being done. The 
$500 case, Mr. Menor said, is a problem. 
_One company will not accept applica- 
tions for less than $1,000 or premium 
less than $5 except in certain juvenile 
cases. Another company will write no 
policy with premium less than $20 ex- 
cept on applicants age 14 or less in fam- 
ilies in which at least two applications 
are secured at the same time. The very 
low cases are found the chief cause of 
handling costs, it was said. 

Comment at the recent American 
Life Convention meeting in| Chicago 
Was reviewed to the effect that there is 
definite anti-selection in the nonmedical 
field, more marked at older ages, but 
that the extra cost from this source 
nevertheless is within the savings ef- 
tected on medical fees and works off in 
approximately five years. 

One thought was that companies by 





New Ohio Official 

















ROBERT L. BOWEN 


Robert L. Bowen of Cleveland, one 
of the star men of the Northwestern 
Mutual Life of his city, becomes Ohio 
insurance superintendent. He came in 
contact with Governor-elect M. L. 
Davey when Mr. Bowen was a partner 
in the haberdashery store of Rottrich- 
Bowen & Co. in Cleveland. Mr. Davey 
had come from Kent, O., to sell type- 
writers. He went into the haberdashery 
store to get some shirts and neckties 
and was impressed with Mr. Bowen. 
Since then they have been good friends. 
Mr. Bowen was born in Boston in 1880 
and was brought to Cleveland by his 
parents when he was 5 years old. In 
1910 he started with a rate book for the 
Northwestern Mutual Life. 








North Dakota Commissioner 
Asserts His Qualifications 





Rumors have been current recently 
that an attempt would be made to in- 
validate the election of Harold Hopton 
as insurance commissioner of North 
Dakota on the ground that he is a 
citizen of Canada. Mr. Hopton said he 
is at a loss to understand what question 
could be raised as to his qualificatio 
He states he spent two years in Winni- 
peg, but did not lose his American 
citizenship. He said he continued to 
vote in Bismarck and returned to North 
Dakota as soon as his mission in Can- 
ada was completed. 

“At no time have I ever voted else- 
where than at Bismarck,” he said. 

Mr. Hopton was born in England and 
became a citizen of the United States 
as a minor when his father fulfilled na- 
turalization requirements in 1912. 

The agitation about unseating Mr. 
Hopton is apparently part of the move- 
ment centering about the efforts to dis- 
qualify Governor-elect Moodie. . 








adopting nonmedical insurance in a con- 
siderable degree have shifted the re- 
sponsibility for selection from the med- 
ical to the agency department. In his 
company, Mr. Menor said, all juvenile 
insurance must be written on the non- 
medical basis and no unsatisfactory re- 
sults have been noted from this. 
Another company makes nonmedical 
compulsory on all men and women ap- 
plicants for maximum of $2,500 on 
males and $1,500 women, ages 10-45. 
Another company issues nonmedical 
under age 50 up to $3,000 on both men 
and women, including married women. 


The Occidental Life of Los Angeles has 
been chosen by the Bank of America by 
A. P. Giannini, chairman of the board, 
to carry its retirement and pension plan. 
"io gaa cost is about $450,000 to the 

ank. 





NaturaL Protection ¢ ¢ 


Unblemished white fur to blend with the winter’s ice and snow 
of the Hudson Bay Region. Under this protective mantle the 
arctic weasel is camouflaged from his enemies, the fisher marten, 
the fox, and the great horned owl. In spring he appears in his 
brown and white coat to blend with his natural surroundings. 


But man must provide his own protection against his enemies— 
Fear, Worry, Disability, and Poverty. The Central States Life 
offers $10 a month protection against disability, $50 a year for 
major surgical operation,* as well as a complete line of standard 


life protection policies. Write for your copy of “Field Features.” 


Address agency inquiries to 
J. DeWitt Mills, Vice-Pres. 


*(per $1,000) 


CENTRAL STATES 


LIFE INSURANCE COMPANY 
SAINT LOUIS GEORGE GRAHAM, PRES. 














Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Liberal First Year Commission and Non-forfeitable 


Renewal Commissions 


Assistance in the Field Home Office Co-operation 


GLOBE LIFE INSURANCE Co. 
OF ILLINOIS “™“(.2a™ 


An Old Line Legal Reserve Company—Established 1895 


39 Years of Continuous Faithful Service 
to Policyholders 








Writing — Line of Modern Policies with 
Standard Provisions 
Ages (0-60) 
Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 
Warre Us Topay For PagticuLars 


431 South Dearborn Street Chicago, Illinois 
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Provident Mutual Is to Go 
on 3 Per Cent Basis March 1 


(CONTINUED FROM PAGE 1) 
tors as are employed in computing 1935 
net costs on outstanding insurance. 

The announcement states that the 
running net costs on the new basis” will 
be very favorable. “As would be ex- 
pected, current costs will be less favor- 
able and ledger costs will be more favor- 
able at most points than under our 3% 
percent policy.” 

In the new policies will be found new 
figures for settlement options 2, 3 and 4, 
the guaranteed return being lower be- 
cause 3 percent interest will be assumed 
for the certain period, while the excess 
interest credit will be larger than under 
the 3% percent option. 

The Provident Mutual Life has taken 
action to reduce the amounts paid in on 
single premium contracts of various 
kinds. It has issued new single pre- 
mium rates for life annuities, instalment 
refund annuities and cash refund annui- 
ties. It is changing its rates for joint 
an wities. It has discontinued single 
preiaium retirement life income con- 
tracts and will resume single premium 
deferred life annuities on one life. 

The maximum limit of amount of sin- 
gle premium annuity on any one life 
including amounts already in force will 
be $500 monthly or its equivalent for 
life annuities and instalment refund an- 
nuities and $250 monthly or its equiva- 
lent for cash refund annuities. The limit 
of annuity premiums on retirement life 
income contracts will be $2,000 on any 
one life including all outstanding con- 
tracts. Premiums can be prepaid only 
if due within the following period from 
date of prepayment: Under insurance 
contracts, five years; under retirement 
life income contracts, one year. The 
amount receivable for prepaid premiums 
on any one life will be $5,000 on all 
policies combined except that no limit 
will apply if the policyholder is prepay- 
ing only the premiums due during or 
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Union Mutual 
Life Insurance 
Company 
PORTLAND MAINE 














at the end of the contract policy year 
on a policy already in force. 

The limit on one life will be $25,00 
for single premium endowment policy 
for 10 to 20 years inclusive. Single pre- 
mium endowments for less than 10 years 
are not issued. The limits for single 
premium life or endowment for 21 years 
or more will remain one-half the 
amount shown in the rate book. 

The family income agreement formerly 
restricted to life and endowment poli- 








cies can now be issued with the “pro- 
tector policy.” The. “protector policy” 
gives a low rate for the first two years. 

The new 3 percent rates and cash 
values for ordinary life, 20 payment life, 
endowment at 65 and 20 year endow- 
ment, at ages 25, 35, 45 and 55, com- 
pared with the old rates and values, and 
monthly income figures under options 2, 
3 and 4, are presented in the tables be- 
low on the basis of $10,000 of insur- 
ance: 











Age oO. L. 20 Pay 20 End End. 65 
26 CACORE, DOW (5. sess ts west ee <oss $ 196.10 $ 295.90 $ 476.30 $ 236.30 
PROM, Ge 5. sh shed ests seoues 173.60 253.50 432.10 209.10 
IDth VOR WOWie acco 'e0cew ss/e's 980.00 2,080.00 4,070.00 1,430.00 
Cr Vi5 Si edasias veageas ss 890.00 1,840.00 3,960.00 1,310.00 
DO POAT BOW 5. 8.25355 de eass 2,300.00 5,040.00 10,000.00 3,400.00 
C. V., OU ei § oh oes nee 4s 2,130.00 4,560.00 10,000.00 3,200.00 
35 Gross, SEL ees Fe 258.80 357.90 494.90 335.10 
Prem., oT ee eee ry 228.90 309.50 446.20 297.70 
10th Year, BOW s 6.54 3kes swans 1,460.00 2,550.00 4,070.00 2,300.00 
C.. ¥.5 S- Néecoa brs seen ee . -1,350.00 2,320.00 3,950.00 2,180.00 
ZOE FRAT MEW 6605 0s 8s 020 0s 3,270.00 6,090.00 10,000.00 5,440.00 
SY, Ee ed vw alo d ik seeks . .3,100.00 5,660.00 10,000.00 5,280.00 
45 Gross, ie ee Ee ok Peete 367.20 454.30 540.00 540.00 
Prem., UN cs ates aew o's oeloae 326.10 398.30 484.40 484.40 
ROLE PORT; BOW 6 6:55 6. ose oe Sees 2,120.00 3,110.00 4,080.00 4,080.00 
cc. ¥.,; DP atc owwls-s sicieee 2,020.00 2,910.00 3,970.00 3,970.00 
COCR WORT, TOW osc ss 50'0 5.050008 4,410.00 7,230.00 10,000.00 10,000.00 
C: Fy; NOUR is Zoo cao obs pie s8 ate 4,260.00 6,880.00 10,000.00 10,000.00 
55 Gross, ee ee 568.20 626.50 663.80 1,143.90 
Prem., i Oe oe eee ter oe 507.50 556.60 594.40 1,041.70 
ROG PORTO MO W605 65 vis-0se sca 2,900.00 3,620.00 4,080.00 10,000.00 
“see WORM ioxis aie 's-b:5 io ee 2,810.00 3,470.00 3,980.00 10,000.00 
BOthy FORT, WOW. 5) .csis si lesawisinds 5,510.00 8,240.00 eo , errr s 
Ros) Wisp ES EA sere 5,400.00 8,000.00 | rere 
Option 2 
Mo. Gtd. Pad. Extended Pd. 
Inc. 3% 41 
EO ee ee ore ne eer tLe 22 years, 10 months 28 years, 1 month 
Ls ee EO et ee ee ae eee 9 years, 6 months 10 years, 1 month 
EOD Sobsteweeor acer swear ebereeuce 4 years, 5 months 4 years, 6 months 
“Protector” Policy Comparison 
r Age ———\ 
25 35 45 55 
Initial, BW st pws isc Slee $ 154.10 $ 212.80 317.10 $ 502.30 
Premium, LEGS eae eee ae 136.50 191.10 286.80 465.80 
Third and DOW 8:56:65 cigars 6-5 200.30 263.90 273.60 579.40 
Eater Premiums; Old 2% she's vcs vic 177.60 233.30 331.40 514.90 
10th year, BOW Gos een 910.00 1,380.00 2,040.00 2,810.00 
C. V., Oe. ecb 5en eke 820.00 1,290.00 1,960.00 2,750.00 
20th year, SOE ee 2,240.00 3,210.00 4,350.00 5,450.00 
C. V., aaa oa) aiuee SB 2,070.00 © 3,050.00 4,220.00 5,360.00 
Period Cee et e ag 
10 itd. Mo. Inc. Mo. Inc tall t 
Certain 3% Basis 4%% Basis Life "lea Cash Refund 
EP WORTE «0.550.635 $96.10 $101.19 $100 $100 $100 
2D POGUES . «6 ~aw-00 55.10 61.00 Inc. PerM Inc. PerM Inc. PerM 
BO FRATH: 66.8.6 41.80 48.32 | Age Yrly. Price Yrly. Price Yrly. Price 
70 862.40 115.96 1,123.50 89.011,185.10 84.39 
Option 4 (Female Total Mo. Inc. 71 829.80 120.52 1,093.90 91.42 1,157.10 86.43 
Age and Gtd. Mo. i in Certain Pd. 72 797.80 125.35 1,065.00 93.901,128.80 88.59 
Pd. Certain 3% Basis 4%,% Basis 73 766.10 130.54 1,036.00 96.53 1,100.00 90.91 
50—10 years... .$50.00 $52.65 | 74 735.10 136.04 1,006.90 99.32 1,073.20 93.18 
55—10 years.... 54.50 57.39 | 75 704.60 141-93 978.70 102.18 1,045.90 95.62 
60—10 years.... 59.90 63.07 | 75 Gago 194.95 922:70 108.38 "891.10 100.90 
65—10 years.... 66.30 69.81 | 78  616.80162.13 894.90111.75 965.50 103.58 
50—20 years.... 45.50 50.37 79 588.80169.84 868.30 115.17 939.40 106.46 
55—20 years.... 48.00 53.14 | 80 561.60178.07 841.70 118.81 913.00 109.53 
Se-ase vers... Ents S32 | af Gesgh eae Tua le ers uags ie 
wer 5 5 82 . 789.20 12 2 ls 
65 - years.... 52.40 58.01 83 484. 30 206.49 764-30 130.84 839.70 119.10 
Minimum single premium accepted] $8! {39:80 520/10 714:60 139.94 791,60 126:33 
for an dnnuity is $1,000 and minimum | ana 
over 


annuity payment $10. The single pre- 
mium retirement life income contract is 
discontinued. Price of an annuity of 
$100 yearly and income purchased by 
$1,000 are shown in the table below: 
Single Premium Annuities (Male) 


Installment 
Life Refund Cash Refund 
$100 0 $100 

Inc. PerM Inc. PerM Inc. PerM 

Age Yrly. Price Yrly. Price Yrly. Price 
25 2,210.70 45.24 2,295.20 43.57 2,319.10 43.13 
26 2,190.70 45.65 2,277.00 43.92 2,301.20 43.46 
27 2,170.00 = 09 2,258. 4 44.29 2,282.80 43.81 
28 2,148.80 54 2,239. 44.66 2,264.10 44.17 
29 2,127.10 ras 3 319-60 45.06 2,245.00 44.55 
30 2,140.80 47.52 2,199.60 45.47 2,225.40 44.94 
31 2,082.00 48.04 2,179.20 45.89 2,205.30 45.35 
32 2,058.60 48.58 2,158.40 46.34 27185. 00 45.77 
33 2,034.60 49.15 2,137.10 46.80 2,164.20 46.21 
34 2,010.10 49.75 2,115.30 47.28 2,143.00 46.67 
35 1,985.00 50.38 2,093.20 47.78 2,121.40 47.1, 
36 1,959.30 51.04 2,070.60 48.30 2,099.30 47.64 
37 1,933.10 61.74 2,047.60 48.84 2,077.00 48.15 
38 1,906.30 52.46 2,024.20 49.41 2,054.30 48.68 
39 1,878.90 53,23 2,000.30 50.00 2,031.10 49.24 
40 1,851.00 54.03 1,976.10 50.61 2,007.50 49.82 
41 1,822.60 54.87 1,951.50 51.25 1,983.60 50.42 
42 1,793.60 55.76 1,926.50 51.91 1,959.40 51.04 
43 1,764.20 56.69 1,901.00 52.61 1,934.70 51.69 
44 1,734.20 57.67 1,875.20 53.33 1,909.70 52.37 
45 1,703.70 58.70 1,849.10 54.09 1,884.40 53.07 
46 1,672.80 59.79 1,822.60 54.87 1,858.80 53.80 
47 1,641.40 60.93 1,795.70 55.69 1,832.90 54.56 
48 1,609.60 62.13 1,768.60 56.55 1,806.50 55.36 
49 1,577.40 63.401,741.10 57.441,780.00 56.18 
50 1,544.80 64.74 1,718.20 58.38 1,753.30 57.04 
51 1,511.80 66.15 1,685.10 59.35 1,726.20 57.94 
52 1,478.50 67.64 1,656.90 60.36 1,698.60 58.88 
53 1,444.80 69.22 1,628.20 61.42 1,671.30 59.84 
54 1,411.00 70.88 1,599.20 62.54 1,643.60 60.85 
55 1,376.80 72.641,570.30 63.69 1,615.40 61.91 
56 1,342.50 74.49 1,541.10 64.89 1,587.20 63.01 
57 1,308.00 76.46 1,511.60 66.16 1,559.10 64.14 
58 1,273.40 78.53 1,482.00 67.48 1,530.60 65.34 
59 1,238.60 80.74 1,452.40 68.86 1,501.60 66.60 
60 1,203.80 83.08 1,422.50 70.30 1,473.20 67.88 
61 1,169.10 85.54 1,392.50 71.82 1,444.60 69.23 
62 1,134.30 88.17 1,362.70 73.39 1,415.50 70.65 
63 1,099.60 90.95 1,332.70 75.041,386.50 72.13 
64 1,065.00 93.90 1,302.40 76.79 1,357.90 73.65 
65 1,030.60 97.04 1,272.60 78.58 1,328.90 75.26 
66 996.40 100.37 1,242.70 80.47 1,299.50 76.96 
67 962.40 103.91 1,212.50 82.48 1,271.20 78.67 
68 928.70 107.68 1,182.80 84.55 1,242.60 80.48 
69 895.40 111.69 1,153.20 86.72 1,213.60 82.40 





Gets Canadian License 
The Continental Assurance of Chi- 
cago has been issued a certificate of 
registry by the Dominion government of 
Canada and has made the necessary 
deposit. The terms of the license re- 
quire that the words “Incorporated 
under the laws of Illinois’ be used in 
conspicuous relation to the name of the 
company. The Continental encountered 
considerable difficulty in obtaining a 
Canadian license because of its similarity 
in name to the Continental Life of 
Canada. 
‘R. D. Bedolfe of Toronto has been 
appointed chief agent for Canada. 


Borden’s 40th Anniversary 

A. G. Borden, second vice-president 
Equitable Life of New York, was the 
guest of honor at a luncheon given by 
his colleagues in honor of his 40th an- 
niversary with the company. Mr. Bor- 
den began as an office boy in the agency 
department. Among the scores of 
greetings which poured into his office 
during the day was one from President 
T. I. Parkinson conveying his personal 
and official congratulations and present- 
ing the 40-year Equitable veteran legion 
insignia. 


C. L. Bradley, 58, assistant secretary 
John Hancock Mutual Life, died Dec. 
18 following an illness of several weeks. 
He went with the John Hancock as a 
boy of 16 and was appointed assistant 
secretary in 1922. 








Chicago Agents Organize to 
Push Part-timer Regulation 





Chicago life agents are taking vigor- 
ous action in the part-time campaign 
being waged throughout the country on 
call of T. M. Riehle, president National 
Association of Life Underwriters. It 
was unanimously agreed at a meeting 
this week that unfit, unqualified and part 
time agents must be weeded out. The 
recommendation will be made at a spe- 
cial meeting of the agents’ division of 
the Chicago Association of Life Under. 
writers, early in January. 

Recommendations to be made are: 1, 
Cancellation of existing contracts with 
agents having a gainful occupation from 
which they receive income aside from 
saes of insurance; 2. that general agents 
and managers do not issue new con- 
tracts to such men, or to part-time 
agents or those obviously unfit and un- 
qualified; 3. cancellation of existing con- 
tracts with banks and real estate offices; 
no new contracts to be made with such: 
4. that general agents and managers reg- 
ister with the Chicago association men 
now employed by them and those seek- 
ing contracts and employment. 

For the enforcement of the regula- 
tions it is urged that: 1. Persons violat- 
ing these measures be contacted and 
their future conduct ascertained; 2. that 
where a general agent refuses to abide 
by such agreements made between 
agents, the matter be reported to the in- 
surance director of Illinois for his action 
and advice. 

At the January meeting the proposed 
Illinois insurance code will be explained 
and interpreted by C. F. Axelson, North- 
western Mutual, and E. C. Platter, Mass- 
achusetts Mutual. H. T. Wright, Equit- 
abl of New York, will tell Mr. Riehle’s 
views on part-timers. The meeting will 
be open to all full-time agents. Manag- 
ers and general agents will be excluded. 

The meeting is to be held in response 
to a petition signed by many agents and 
circulated by Frank O’Leath of the Tru- 
man Agency, New England Mutual, and 
many others. The committee consists 
of I. B. Jacobs, Mutual of New York; 
Messrs. Axelson, Wright and Platter; 
Harry Benner, Swanson agency of the 
New England Mutual; Floyd Cripe and 
H. K. Nickell, Connecticut General; Da- 
vid Patton and Mr. O’Leath of the 
Thurman agency. 


Medical Section to Meet 


in Excelsior Springs, Mo. 


The 1935 meeting of the Medical Sec- 
tion of the American Life Convention 
will be held at Excelsior Springs, Mo., 
April 25-27, according to announcement 
of Dr. J. E. Daniels, medical director 
Great Southern Life, who is chairman 
of the section. 


This will be the silver anniversary 
gathering. With each year the meet- 
ing of the Medical Section has advanced 
in importance, the formal papers and 
discussions from the floor proving most 
valuable to those in attendance, and life 
insurance generally, 

Realizing the position that mortality 
savings now holds in life insurance, Dr. 
Daniels and the other officers will pre- 
pare the program with that fact in 
mind.* 


Patterson Makes Changes 


Two appointments in the supervisory 
staff have been made by A. E. Patter- 
son, general agent Penn Mutual in Chi- 
cago. J. M. Royer, supervisor for two 
years and connected with the agency 
more than three years, is assigned in 
charge of training and supervising older 
men. He has been recruiting and train- 
ing the newer organization. M. F. 
Bingham, an agent in the office for 
three years, becomes supervisor, taking 
over Mr. Royer’s old functions. Mr. 
Royer succeeds L. J. Duncan, a super- 
visor who was appointed general agent 
at Spokane. 
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Davis Seeks Appointment 
of a Committee of Agents 





ASKS FOR JOINT CONFERENCE 





Life Agency Officers Association Group 
Appeals to National Life Under- 
writers Association Head 





The Life Agency Officers Association 
at its annual meeting in Chicago ap- 
pointed a committee to study the prob- 
lems of agency representation. It held 
its first meeting in New York City 
Thursday of last week and reconvened 
Friday. The members present were T. 
A. Phillips, president Minnesota Mu- 
tual Life; H. E. North, vice-president 
Metropolitan; H. H. Armstrong, vice- 
president Travelers; W. W. Klingman, 
vice-president Equitable Life of New 
York; F . Jaeger, vice-president 
Bankers Life of Iowa; J. M. Holcombe, 
Jr manager Life Insurance Sales Re- 
search Bureau, and F. H. Davis, vice- 
president Penn Mutual Life, who is 
chairman of the committee. The other 
two members, D. C. MacEwen, vice- 
president of the Pacific Mutual Life, and 
W. P. Coler, actuary American Central 
Life, were not able to attend. 


Seeks an Agency Committee 


A resolution was unanimously adopted 
that the committee ask the National As- 
sociation of Life Underwriters to appoint 
a committee to act with the company 
committee. Chairman Davis addressed 
a letter to President T. M. Riehle, presi- 
dent of the National Association of Life 
Underwriters, reading as follows: 

“The many phases of the problem 
were examined and discussed. These 
are so wide-spread, as you know, that 
it was believed advisable to ask that 
you, as president of the National Asso- 
ciation of Life Underwriters, appoint a 
committee of not more than five to meet 
with the committee of the Life Agency 
Officers Association and advise with 
them on these problems. The factors 
that we recognize as outstanding and 
which must be considered are: (1) The 
proper selection and training of new 
agents; (2) The part-timer; (3) The 
man who, today, holds a license but 
who is not producing in such volume as 
to be called a permanent member of the 
life underwriting fraternity. 

“Of course you understand that our 
committee is purely an advisory one and 
we trust you will keep this in mind 
when you appoint your committee It 
is my hope that when our committee 
finds what they believe to be a practical 
solution of some of these problems and 
places our recommendations before the 
various companies, that they, the com- 
panies, will recognize them as_ being 
helpful. Of course, you, as president, 
would be an ex-officio member of any 
committee that you would appoint, and 
I know my committee will look forward 
with pleasant anticipation to a joint dis- 
cussion and consideration of the prob- 
lem. We hope such meeting can be 
arranged in January in New York, pref- 
erably the 4th and 5th.” 


Bokum & Dingle Congress 

A group of speakers worthy of a state 
or national sales congress is scheduled 
ior the annual sales congress of the 
Bokum & Dingle general agency Massa- 
chusetts Mutual, to be held Jan. 5 in 
Chicago. There are: George E. Lackey, 
general agent Massachusetts Mutuai, 
Detroit, and past president National As- 
sociation of Life Underwriters, on “Our 
Job;” Ray Benton, superintendent of 
agencies, Massachusetts Mutual, who 
will speak on “The Company;” Seneca 
Gamble of the home office direct mail 
department and prospecting bureau on 
“Prospecting and Direct by Mail;” 
J. Hawley Wilson of Peoria, past presi- 
dent Illinois association, on “Reducing 
Your Overhead;” Henry Abbott, gen- 
eral agent Massachusetts Mutual, Pitts- 
burgh, on “The Selling Process,’ and 





Two Ways to Use Card 
Enclosed in This Issue 


Mr. Subscriber: If there is 
someone in your office that is for- 
ever borrowing your copy of The 
National Underwriter or asking 
you questions he can find an- 
swered in the N. U., hand him 
one of the enclosed cards. It 
speaks for itself . . . it’s for new 
subscriptions only, not for re- 
newals. 

If you want some live-wire sales 
ideas on writing more accident 
and health business use the other 
card yourself for subscribing to 
the Accident & Health Review. 
—— sign and mail the card to- 
ay. 














Eugene Little of Detroit, one of the 





Proposes Laws to Correct 
Disability, “Non-Can” Abuses 





PITTSBURGH, Dec. 20—John A. 
Dalzell, veteran Pittsburgh agent and 
former president of the Pennsyivania 
Association of Insurance Agents, has 
prepared several bills dealing especially 
with alleged abuses in connection with 
the disability clause written by life com- 
panies and noncancellable accident and 
health policies. He says complaints 
have been received that policyholders 
have failed to receive the usual prem- 
ium notice from certain companies. 
This usually applies, he said, to those 
whose physical condition had become 
impaired after the policies were issued. 
To meet that condition, he has prepared 
legislation providing that no company 
shall within one year after default in 
payment of any premium, instalment or 
interest declare forfeited or lapsed any 
policy which by its terms does not per- 
mit the company to cancel it, unless a 
written or printed notice of the prem- 
ium due date shall have been addressed 
and mailed to the person insured at 
least 15 days and not more than 45 days 
prior to the day when it is payable. 

The second point he seeks to cover is 
the practice of adjusters securing the 
surrender or sale of the policy for a 
nominal amount. He would make it 
unlawful for any company to solicit the 
cancellation or resale of any noncancel- 
lable or any life total and permanent 
disability contract, or to make any rep- 
resentation, whether true or false, to 
any claimant or policyholder to procure 
such cancellation or resale. 

He also attacked alleged abuses in 
the use of hospital records or physicians’ 
confidential files to enable a company 
to deny liability under a policy or pave 
the way for a resale. He would make 
it unlawful for any hospital or practic- 
ing physician to release confidential in- 
formation relating to their patients, ex- 
cept to enable a company to consider 
applications in advance of the policies 
being issued, or as required under sub- 
poena in judicial proceedings. 








company’s leading agents, on “Family 
Income Policies; Our Greatest Policy.” 
John Dingle will be morning chairman 
and Norris Bokum, afternoon chairman. 
The agency will hold a New Year’s Eve 
party in the office Dec. 29. Bokum & 
Dingle expect to show 25 percent in- 
crease in the last three months this 
year compared with the same period 
last year. 


Sues Over License Revocation 


G. F. Carr of New Philadelphia, O., 
a former agent of the Pure Protection 
Life, has filed suit at New Philadelphia 
for $100,000 damages against Superin- 
tendent C. T. Warner of Ohio and the 
Ohio Association of Life Underwriters. 
The action grows out of the revocation 
of Carr’s license in October, 1932, on 
a charge of twisting. 


A LIFE INSURANCE PROGRAM? 
Ask a representative of THE 


LINCOLN NATIONAL LIFE 


INSURANCE COMPANY of 


Fort Wayne. Indiana, 


what the Five Star Annuity 





with the LNL Family Income 
Rider provides. He can show you 
that the blanket benefits of this 
combination constitute a “life in- 


surance program in one policy.” 








On Our. 


Twenty-Ninth Christmas 
We Extend 


Holiday Greetings 


To our Fieldmen in Seven Southern 
States who in 1934 
@Increased New Business. 
@ Increased Insurance in Force. 


@ Increased Reinstated Business. 







The LAMAR LIFERINSRANCE COMPANY 





JACKS ON MAIS SIPPI 


LAMAR LIFE TOWER 
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Year Closing Well for Life Insurance 


Tue year for life insurance is closing 
in a very encouraging way. The sit- 
uation with all companies has materially 
improved since a year ago. Every com- 
pany has had its problems. Some were 
confronted with conditions more acute 
than others. The officials of companies 
have exhibited a resourcefulness, cou- 
rage, intelligence and determination 
that is to be heartily commended. They 
have been endeavoring to use every 
means to safeguard the funds of policy- 
holders. There has been a far deeper 
sense of responsibility developed in 
company managment all along the line. 
The companies that have weathered the 
storm so far can be said to be in good 
shape. The weak ones have fallen by 
the wayside. There may be here and 
there a struggling institution but given 
proper encouragement and time, the 
best authorities agree that such com- 
panies will work out in good shape. It 
can be said that in addition to the many 
problems that naturally came with the 
depression, companies were confronted 
with insidious forms of competition 
here and there that made their road 
more stony. There were injected into 
life insurance salesmanship factors that 
were destructive and tended to make 
field work much more difficult. 

All companies are in much finer shape 
from the standpoint of liquidity than 
they were a year ago. They have grad- 


ually worked over their investment port- 
folios and have now well in hand the 
situation. They all have some securi- 
ties that for the moment are sour. How- 
ever, given sufficient time and reason- 
able business activity companies will be 
able to work these out with great credit 
to the business. The small and medium 
sized companies as weil as the large 
ones have taken hold of their specific 
problems, have concentrated on them 
and they are being solved. The finan- 
cial stability of companies of all grades, 
eastern, western, northern, southern, 
small, medium sized and large, partici- 
pating and non-participating, is sound 
and they can be congratulated on what 
has been accomplished. The institution 
of life insurance has elicited greater con- 
fidence on part of the public than ever 
before. It stands as a modern bulwark. 

The demand on companies for loans 
and surrenders has now abated until 
the situation is about normal. In a 
number of cases policy loans are being 
repaid so the mortgage is thus lifted 
from policies. Executives and field men 
can now give their attention more to 
the orderly procedure of business. It 
is to be hoped they will no longer be 
confronted with such abnormal condi- 
tions. 

All in all the outlook is far more en- 
couraging and the purging by fire has 
had a refining influence. 


When We Reach Age 60 


Wuite the TowNnseEND plan coming out 
of southern California to provide pensions 
for all people over 60 years of age, who 
are to be automatically retired at that time, 
may seem chimerical, yet the statistics mar- 
shaled in the proposal have a lesson for life 
insurance men in their attempt to interest 
people in providing for old age retirement 
or pension. 

Dr. TowNsEND got together statistics 
that he feels are reliable, showing that out 
of every 100 persons that reach the age 
of 60, eight are able to continue and live 
fairly comfortably if they had to retire at 
that time without dependence on further 
earnings. Out of this number, 78 might 


continue in only a partial way. They would 
not be able to maintain themselves entirely 
but would have to rely on others. There 
would be 14 left who would be entirely 
dependent on charity or relatives or friends. 
The significance of the TowNSEND pro- 
posal so far as it relates to life insurance 
salesmanship is that it brings to a focus 
the status of men at age 60 if they had to 
retire from active business at that time. 


WHEN anyone establishes a real rec- 
ord for dependability he has a highly 
desirable asset. People like those folks on 
whom they can rely and in whom they 
have confidence. 





PERSONAL SIDE OF BUSINESS 





W. D. Bowles, Des Moines manager 
of the Phoenix Mutual Life, is confined 
to his home with a broken ankle. He 
is not expected to return to work for 
several weeks. 

Theodore M. Simmons, manager of 
United States agencies of the Pan- 
American Life, has been elected presi- 
dent of the members council of the New 
Orleans Association of Commerce. Mr. 
Simmons was vice-president of the 
council the past year. He was the re- 
cipient of a handsome fountain pen desk 
set tendered in appreciation of his year’s 
service at the induction ceremony. 


Herman C. Hintzpeter, III, son of 
one of the Mutual Life of New York’s 
managers in Chicago, five months ago 
entered his father’s agency, going into 
the production end, following com- 
mencement at the University of Arizona 
which he attended. In less than six 
months he has produced $100,000 of 
good business. Two other older sons 
have been in the agency assisting their 
father for some time. 

Jay G. Sigmund, vice-president Cedar 
Rapids Life, spoke at the December 
meeting of ‘the West Union Citizens 
Club, West Union, Ia., and read some 
of his original sonnets written from im- 
pressions formed during his trips into 
the “Switzerland of Iowa.” 


W. M. McKercher, special agent of 
the Northwestern Mutual Life at Sioux 
City, Ia., who will be 80 years old Jan. 
7, will round out 47 years of service 
with that company April 1, 1935. He 
Was a general agent for 27 years. He 
retired from the more arduous duties 
of supervisory work some years ago, but 
is still active in the production of busi- 
ness and deeply interested in everything 
that pertains to the welfare of life in- 
surance. 

Charles Swartz, 41, Columbus, O., 
manager of the Fidelity Mutual Life, 

died at his home there from a heart 
attack. 

J. M. Carter, Wichita agent of the 
Metropolitan Life, owes his life to his 
bulky rate book which he was holding 
under his left arm when, making a 
weekly collection. The rate book stop- 
ped a bullet which a policyholder’s hus- 
band, a former inmate of a state asylum, 
intended for Carter’s heart. After 
spending an hour trying to reason with 
the enraged husband, who objected to 
Carter’s presence in his home, Carter 
started to depart, only to have the bul- 
let from a .38 calibre revolver overtake 
him. The husband has been returned 
to the state institution. 


Among the guests at the ill-fated 
Hotel Kerns in Lansing, Mich., who 
escaped without injury in the holocaust 
were R. C. Caldwell, field supervisor for 
the Interstate Reserve Life of Chicago, 
and O. W. Osborn, a home office repre- 
sentative of the New Era Life of Grand 
Rapids. Mr. Caldwell, who had a third 
floor room, managed to reach a fire 
escape and descend to the ground just 
before the wall fell. He was forced to 
flee into the zero temperature in his 
pajamas and lost all his personal effects. 
Mr. Osborn, believing he had ampie 
time, dressed and started down the hall 
toward the fire escape when he found 
his way nearly barred by flames. He 
managed to gain the exit, however, and 
got out of the building unhurt. 


_— 


Frank H. Simpson, district agent of 
the Mutual Benefit Life at Cincinnati, 
died Tuesday at Holmes hospital as a 
result of an accident at his farm in 
Indiana some weeks ago. Mr. Simpson 
was directing the loading of a mule on a 





truck when the mule broke loose and 
fell on Mr. Simpson, giving him a shock 








——y 


which had seriously affected his heart, 
Mr. Simpson was a son of Robert Simp- 
son, who built up the Mutual Benefit 
state agency in Ohio and who on his 
death was succeeded by the late L. D, 
Drewry. Mr. Simpson was also an ap- 
plicant for the state agency on his fath- 
er’s death, but not receiving it, he loved 
the life insurance business so well that 
he continued as an agent, although he 
had other large outside interests and 
has become one © Cincinnati’s leading 
business men. H» and his family were 
the early financial backers of the Amer- 
ican Rolling Mill Company of Middle- 
town, one of the large steel mills of 
the west, and it was due to the Simpson 
financial support that the company 
pulled through the early years.. 

J. S. Masterson, manager of the Gen- 
eral American Life’s maturity claims 
department, recently became the father 
of a haby boy. When the news reached 
the local general agency of the com- 
pany there was a merry scramble to see 
who could write an application on the 
soungster. But Mr. Masterson didn't 
let his paternal enthusiasm dull his busi- 
ness diplomacy. So he placed the names 
of the various agents into a hat and 
drew forth that of W. O. Andrews to 
whom he promptly gave an application 
for a $1,000 policy. The mother prior 
ts her marriage was private secretary 
to James J. Parks at the home office. 


Miss M. Jean Macauley, daughter of 
C. A. Macauley of Detroit, Michigan 
state agent John Hancock Mutual Life, 
died in Pasadena, Cal., following an 
emergency operation. Mr. Macauley 
flew to the coast. by plane the day 
before her death. 


CONVENTIONS 


Homecoming Convention of 
Lincoln National Planned 














The 30th anniversary convention of 
the Lincoln National Life will be held 
in Fort Wayne, Ind., for six days, 
starting June 24, 1935. The homecom- 
ing on that day will include a business 
meeting in the home office and a spe- 
cial evening of entertainment at the 
Fort Wayne Country Club. 

The remainder of the convention plans 
announced by Vice-president A. L. Dern, 
manager of agencies, will include a com- 
bination business e“d pleasure cruise on 
the Great Lakes aboard the S. S. No- 
ronic, largest steamship on the lakes. 

Trinity Life Venison Dinner 

Seventeen blacktail deer, bagged on 
Davis mountain in the Big Bend coun- 
try on the Rio Grande, were converted 
into venison steaks for 200 Trinity Life 
agents and employes at Fort Worth, 
Tex., in celebration of the results of a 
four-months campaign in which the 
agents produced approximately $4,000,- 
000. President A. Morgan Duke pre- 
dicted another million-dollar month 10 
December. The company wrote its first 
policy in 1932 and by the end of the 
present year will have $20,000,000 on its 
“<a he said. 

/:: Daniel, chairman of the Texas 
uaa board, was honor guest at the 
venison dinner. 


Commonwealth Convention 


The Commonwealth Life held its an- 
nual agency convention at St. Peters- 
burg, Fla., with more than 70 in at- 
tendance, qualification being $100,000 
paid business. 

A number of officers attended the 
convention, including I. Smith Homans, 
vice- -president and actuary; Craigie 
Krayenbuhl and D. G. ‘Roach, vice- 
presidents; T. J. Johnson, treasurer; J. 
R. Hoffman, secretary; J. H. Snyder, 
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director of ordinary agencies; Monroe 
Smith, agency manager; Gayle Prather, 
supervisor Of agents, and Dr. Louis 
Weber, assistant medical director. The 
formal program was interspersed with 
deep sea fishing and sight seeing. Com- 
pany Officials, leading managers and 
agents took part in a general discus- 
sion and talked. A. R. Jaqua, associate 
editor Diamond Life Bulletins, was an 
outside speaker. 





Elect Killough President 


Roger Killough of Eagle Lake, Tex., 
was elected president of the Southwest- 
ern Life Club at the company’s annual 
meeting in Fort Worth. L. T. Cocan- 
ougher of Kilgore, Tex., was elected 





vice-president. A. A. Green and R. L. 
Maxwell of Dallas won the grand chal- 
lenge cup for first price for volume. 
Other prize winners were W. H. 
Barnes, Temple, Tex., H. H. Pittard, 
Cisco, Tex., C. L. Aven, Electra, Tex., 
C. W. Armstrong, Fort Worth, Tex., R. 


man, Brownwood, Tex. 

At the meeting R. A. B. Goodman, 
vice-president and secretary of the com- 
pany, discussed the company’s adver- 
tising plan for 1935, which will include 
a newspaper campaign. 

The Southwestern Life’s 11 month 
written sales total $53,840,535, a gain of 
$7,377,055. Insurance in force is now 
$272,756,498, an increase of $14,491,288 
in 11 months. 











LIFE AGENCY CHANGES 





Gets Maine General Agency 





Charles J. Watts Has Been Appointed 
to Take Charge of Union 
Mutual Life 





The Union Mutual Life of Portland, 
Me, has appointed Charles J. Watts 
manager for Maine, with headquarters 








CHARLES J. WATTS 


in Portland. New general agency of- 
fices have been opened on the second 
floor of the home office building. The 
agency will have complete jurisdiction 
of all Maine territory, except Aroostook 
county. Mr. Watts is a native of Iowa. 
Early in life he moved to Montana. 
During the war he saw active service 
in France. On his return he became 
a national bank receiver. In 1924 he 
Was appointed Montana general agent 
of the Central Life of Illinois and for 
a number of years was its leading per- 
sonal producer. In 1930 he was trans- 
terred to Joliet, Ill., as its manager for 
northern Illinois, developing the com- 
pany’s largest agency. The Union Mu- 
tual has initiated a campaign for busi- 
Ness from its home state. E. B. Den- 
nett, formerly Portland general agent, 
will devote his time to personal produc- 
tion. 





Fosdick & Derby Appointment 


Chapman & Rinker of Dallas, Tex., 
Managers of the Dallas department of 
the State Life of Indiana, call attention 
to an erroneous announcement that was 
made as to W. A. Fosdick and H. A. 

erby. Texas is divided into six gen- 
eral agencies so far as the State Life 
is concerned. Fosdick & Derby are sub- 
agents under the Chapman & Rinker 
agency operating in Dallas and con- 
uguous territory. The Chapman & 

inker agency has about 90 agencies in 
the state. 


Atlantic Life’s Appointments 





Three New General Agents Take Posi- 
tions in Important Centers 
for the Company 





The Atlantic Life has appointed three 
new general agents. George J. Mangis 
has become general agent in Pittsburgh. 
He was connected with the paper sup- 
ply business and after the war became 
an agent for the Metropolitan Life. He 
became assistant manager at Lawrence- 
ville, Pa., and in 1928 was transferred to 
Pittsburgh in the Iron City district. 

Al. R. Sams, general agent at Nash- 
ville, was formerly with the Life & Cas- 
ualty of that city, being associated with 
it for the last four years. He was for- 
merly a real estate man. He joined the 
Life & Casualty as an agent, then be- 
came home office representative at 
Nashville and later was placed in charge 
of the Richmond, Va., district. Mr. 
Sams will have middle Tennessee. 


Roy C. Millikan becomes general 
agent at Greensboro, N. He is a 
graduate of Guilford college. He served 


as deputy clerk in the federal court. 
After the war he opened the Millikan 
Realty & Insurance Co. of Greensboro. 
In 1931 he became connected with the 
Foust & Haley agency of the Massachu- 
setts Mutual Life in that city. 

T. L. Bond, former Birmingham, Ala., 
general agent, goes to Fort Worth, Tex., 
in the same capacity. 


S. B. Gregory Penn Mutual 
Fort Wayne General Agent 








The Penn Mutual has appointed S. B. 
Gregory general agent at Fort Wayne, 
Ind., succeeding L. L. Newman, who as 
associate general agent will give his 
whole time and long experience to per- 
sonal production. Mr. Gregory gradu- 
ated from Pennsylvania State College in 
1922 in electro-chemical engineering. He 
spent four years with the National Car- 
bon Company and two years in real es- 
tate. He joined the Penn Mutual’s 
Cleveland agency in December, 1928, 
and was appointed supervisor in Sep- 
tember, 1932. He has made a fine rec- 
ord as producer and supervisor. He 
graduated from the eighth managerial 
schoo at the home office. 


Curry to Succeed Shapro, 
Scotland in Oakland Post 








F. J. Curry, general agent at Spo- 
kane for the Penn Mutual, has been 
transferred to San Francisco in a simi- 
lar capacity succeeding B. F. Shapro, 
resigned. : 

The Oakland territory has been di- 
vorced from the San Francisco office 
and J. J. Scotland has been appointed 
general agent there. He has been gen- 
eral agent in Sacramento for the Penn 
Mutual. 





L. J. Duncan succeeds Mr. Curry as 
general agent at Spokane. He has been 


T. Lewis, Elpaso, Tex., and T. E. Den- |. 











Juvenile Insurance 
Opens the Door 


Security Mutual Juvenile policies open the 
doors to homes where insurance minded people 
live. Like Security Mutual pre-call letters, they 
pave the way for adult business. 


You should know more about Security 
Mutual Juvenile policies with payor features and 
Security Mutual Prospect Letter Service for 


agents. 


Ask any General Agent or write 


Security Mutual Life 
Insurance Company 


BINGHAMTON, N.Y. 











The Columbus Mutual 
OFFERS 


Firs-—LOW COST INSURANCE TO SELL. 


Second—LIBERAL COMMISSIONS FOR SELLING IT. 
(An Unusual Combination) 


Third—IDEAL WORKING CONDITIONS. 


Vested Renewals— 

Unrestricted Territory— 

Automatic Promotion— 

Equality of Opportunity— 

The Right to Build Your Own Agency— 

No one to interfere, dictate or coerce— 

Every influence helpful, inspirational— 

Reward determined not by chance, by guess, 
or by favoritism, but by results— 


The larger the production, the higher the rate 
of compensation— 


You do not have to fight for a better contract— 
You rise to your rightful level without let or hindrance. 


THE COLUMBUS MUTUAL LIFE 


INSURANCE COMPANY 
COLUMBUS, OHIO 
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a supervisor in Chicago in the A. E. 
Patterson agency of the Penn Mutual. 

Mr. Curry graduated from Washing- 
ton State College in 1929. After a few 
months with the Pacific Telephone & 
Telegraph Co. of Seattle, he joined the 
Penn Mutual at Spokane. In 1930 he 
was appointed supervisor and the next 
year was made manager at Spokane. He 
is a young man who has given a good 
account of himself. 

Mr. Scotland started in the business 
with the Equitable Life of New York 
and joined the Penn Mutual as general 
agent in 1926, first at Stockton and then 
at Sacramento. 

Mr. Duncan has been in the life insur- 
ance business for 12 years, first with 
the Penn Mutual with the W. A. Alex- 
ander & Co. agency of Chicago. Then 
he spent three years with the State 
Mutual Life, after which he became a 
partner in a brokerage firm. He joined 
the Patterson agency in Chicago in 1931 
and in 1933 was made a supervisor. 





Pan-American Life Appointments 


Appointment of three new managers 
for the Pan-American Life is announced. 
W. H. Byler of Sedalia, Mo., succeeds 
E. E. Van Natta as manager in that 
city, Mr. Van Natta having been trans- 
ferred to Washington, D. C., as man- 
ager there. B. R. Wright has been ap- 
pointed manager in Anderson, Ind., and 
surrounding territory and S. W. Robin- 
son in the Charlotte, N. C., district. 





Great Southern Appointments 


R. L. Gulley, agency director of the 
Great Southern Life at Wichita, Kan., 
has gone to San Antonio as agency di- 
rector in that division. On Jan. 1, 1932, 
he was promoted from supervisor ‘of the 
Amarillo, Tex., division to agency di- 
rector at Kansas with headquarters at 
Wichita. He is a native Texan. 

Hubert Childers, who has been at 
San Antonio, has been transferred to 
the head office. 





Mason Columbus General Agent 


R. C. Mason has been appointed gen- 
eral agent of the Mutual Trust Life in 
Columbus, O. The company has offices 
in Cleveland and Cincinnati but none in 
Columbus up to this time. 


H. D. Quigley, L. L. Watson 

H. D. Quigley, manager of the South 
Coast agency of the West Coast Life, 
has been appointed manager of the new 
agency created by the consolidation of 
the East Bay and South Coast agencies 
which, combined, includes Alameda, 
San Mateo, Santa Clara, San Benito, 
Santa Cruz and Monterey Counties, all 
in the San Francisco bay area. Mr. 
Quigley will make his headquarters in 
Oakland. L. L. Watson, manager of 
the East Bay Agency, has been trans- 
ferred to Fresno, Cal., to supervise op- 
erations of the West Coast Life in 
Madera, Fresno, Tulare and King 
counties. 








Minnesota Mutual Appointments 

Reid N. Thomas has been appointed 
general agent of the Minnesota Mutual 
at Knoxville, Tenn. He was formerly 
vice-president in charge of agencies of 
the Southeastern Life of Greenville, S. 
C. Fred C. Coe has been appointed 
general agent at Emporia, Kan. 





Stevens Seattle General Agent 


George M. Stevens has been ap- 
pointed Seattle general agent of the 
Guardian Life. He entered insurance in 
1925 as a group supervisor for the Met- 
ropolitan Life in Chicago. 





F. T. Freeman 


F, T. Freeman, who has conducted a 
general agency in Detroit for the Lin- 
coln National Life for several years, has 
given up his contract and is temporarily 


located in another office in the same 
building, closing up the affairs of the 
agency. L. E. Freeman E. L. Inglow 


and M. C. Johns, formerly associated 
with him, are located in the ‘same office. 
Mr. Freeman formerly operated a gen- 











Hume Is General Agent 
of Home Life in Albany 














HENRY W. HUME 


Henry W. Hume has been appointed 
general agent of the Home Life of New 
York at Albany, N. Y., opening a new 
office for the company there. He re- 
signed as agency assistant in the Albany 
office of the Travelers to take this new 
post. Mr. Hume is a graduate of Yale, 
class of 1916, and spent his earlier busi- 
ness years with the Ludlum Steel Com- 
pany and later as a real estate broker in 
Albany. In 1929 he entered the life in- 
surance business with the ‘Travelers’ 
Albany office and was appointed agency 
assistant. He received the C. L. U. de- 
gree this year. 








eral agency for the Lincoln National in 
Flint. 





Life Agency Notes 


The Central States Life has appointed 
James Rusman its general agent at 
Cheyenne, Wyo. 

John R. Wentz, former district man- 
ager at Sacramento, Cal. for the Fidel- 
ity Mutual Life and recently an agent 
for the California-Western States Life, 
has been appointed district agent for the 
American National of Texas. 

A branch office of the Prudential dis- 
trict agency at Duluth, Minn., has been 
opened in Ashland, Wis., under the man- 
agement of Henry J. Huckenpahler, for- 
merly stationed at Ironwood, Mich. He 
joined the Duluth branch as a solici- 
tor Dec. 14, 1931, and a year ago was 
promoted to assistant superintendent. 

The Connecticut General Life has 
opened a district office in Wichita with 
L. L. Landers, formerly with the Trav- 
elers, in charge. B. W. Welsh is Kan- 
sas manager, with offices in Kansas City, 
Mo. 








CHICAGO NEWS 














PENN MUTUAL CHICAGO LEADERS 


The Penn Mutual announces that Mrs. 
Eleanor Young Skillen, connected with 
the A. E. Patterson agency of the Penn 
Mutual Life, and F. D. Simon, connected 
with the Stumes & Loeb agency in Chi- 
cago, are president and vice-president 
respectively in the central zone of the 
company’s Leaders Club for December. 
Mrs, Skillen wrote a larger volume of 
life insurance in November than any 
other club member in the central states. 
Mr. Simon wrote more lives during No- 
vember than any other club member. 

* * * 
NEW SALES BOOK OUT 


The Dartnell Corporation of Chicago 
has issued a new book called “You Can 
Do Anything,” by James Mangan. It is 
a sales book in 11 sections showing how 
people, by taking advantage of what re- 
sources they have, can accomplish some- 
thing worth while. It tells how to over- 
come handicaps, gives practical applica- 
tion of sales principles, the development 





of personal energy, courage, ability, etc. 
It is a book worth while and should be 
in the library of every salesman. The 
price is $2.50 and it is sold by THE 
NATIONAL Unouhwarren. 

* 


CONNELL ASSISTANT MANAGER 


T. J. Connell has been appointed as-. 


sistant manager by Manager A. Van 
Goldman of the Chicago ordinary 
agency of the Prudential, effective Jan. 
1, to succeed W. A. Comerford in the 
brokerage department. Mr. Comerford 
has resigned but will remain in the 
agency in personal production, Mr. Con- 





nell has been connected with the group 
department of the Prudential in Chi- 
cago for a year and at Detroit for five 
years. Formerly he was the home of- 
fice representative of the John Han- 
cock group department in various Cities, 
ae Laks ake 
MEYER AGENCY MOVES 


The Julius Meyer agency of the New 
England Mutual Life in Chicago has 
taken space in the new Field building, 
The offices are now located at 231 South 
LaSalle street. The agency has been 
operating 26 years. 








PACIFIC COAST AND MOUNTAIN 





Mitchell Seizes Aid Outfits 


California Commissioner Takes Drastic 
Action Following Failure to Comply 
with Insurance Laws 








SAN FRANCISCO, Dec. 20.—Fol- 
lowing his warning to assessment acci- 
dent, health and life association of Cali- 
fornia to qualify under the insurance 
laws pertaining to such organizations or 
submit to more drastic action, Com- 
missioner E. F. Mitchell has seized the 
records and all other property of some 
'; associations ir Los Angeles. Almost 
simultaneously he filed court actions re- 
questing that the concerns be placed 
in his hands for liquidation under the 
provisions of the California insurance 
liquidation laws. Mr. Mitchell said 
that a number of other outfits located 
in Los Angeles were found to be ‘“ab- 
sent” when his deputies called and he 
expressed the opinion that they ran 
ever the border to escape. 

In an effort to halt further progress 
on the part of the insurance commis- 
sioner a group of the outfits filed re- 
quests for restraining orders. As _ all 
of Mr. Mitchell’s actions during the past 
two months have been based upon a 
superior court decision in his favor, 
which stated that the insurance depart- 
ment had jurisdiction over such con- 
cerns, it is believed that such efforts 
might fail, although in Sacramento, the 
home city of the United Aid Society, 
Superior Judge Peter Shields did issue 
such an injunction against Mr. Mitchell. 

It was also reported in San Fran- 
cisco a vigorous protest against Mr. 
Mitchell’s activities had been filed by 
interests operating some four to six of 
these concerns, with Governor F. F. 
Merriam. 


“BENEVOLENT SOCIETIES” SUED 


SPOKANE, WASH., Dec. 20.—Suit 
seeking dissolution of two “benevolent 
societies” has been filed here by George 
Downer, assistant attorney general. 

The suit seeks termination of the char- 
ters of the Pacific Mutual Benefit Asso- 
ciation and the International Benevolent 
Association, both with headquarters in 
Spokane. A temporary injunction re- 
straining them from levying assessments 
or operating in any way and the ap- 
pointment of a receivership is sought. 

The suit is based on a decision of the 
Thurston couhty superior court that such 
societies should be regulated by the in- 
surance department and should comply 
with insurance laws. 


Los Angeles Actuaries Meet 


At a dinner-meeting of the Los An- 
geles Club of Actuaries & Underwriters 
F. M. Hope, vice- president and actuary 
Occidental Life, spoke on “Agency Con- 
tracts from an Actuarial Viewpoint.” 
L. W. Morgan, vice-president Pacific 
Mutual Life, gave a resume of the last 
meeting of the Home Office Life 
Underwriters Association. C. H. 
Tookey, assistant actuary Occidental 
Life, discussed pensions and unemploy- 
ment insurance, with reference partic- 
ularly to a paper on that subject by 
A. H. Mowbray and J. F. Bitzer. 





John H. Almy Highly Honored 





Superintendent of Agencies on Pacific 
Coast Completes 25 Years Service 
With Metropolitan 





SAN FRANCISCO, Dec. 20.—John 
H. Almy, superintendent of agencies for 
the Metropolitan Life on 
Coast, who recently completed 25 years 
of continuous service with the company, 
was honored at a dinner. The managers 
of the 70 district offices in Washington, 
Oregon, Montana, Idaho, Utah, Colo- 
rado, and California were hosts to their 
chief. The guests included Third Vice- 
president F. J. Williams, and numerous 
1epresentatives of the Pacific Coast head 
office here. 

Mr. Williams presented Mr. Almy 
with the company’s medal for a quarter- 
century of faithful service, a handsome 
gold emblem containing a beautiful dia- 
mond. He gave an interesting sketch 
of the honor guest’s career, referred to 
his sterling personal qualities, and cited 
figures showing that his business prog- 
ress had kept step with the company’s 
remarkable growth in the west since he 
first entered its service. Mr. Williams 
revealed that when Mr. Almy became 
associated with the Metropolitan 25 
years ago the company had but $51,- 
000,000 of insurance in force in the west- 
ern states, and that today the total is 
more than $1,200,000,000. Since 1924, 
when Mr. Almy became superintendent 
of agencies, the business in force in the 
territory has increased 88 percent. 


Speakers at Banquet 


A. O. Harwood of Oakland, under 
whom Mr. Almy first served as an 
agent, was toastmaster. Other speakers 
included Assistant Secretary E. G. Galt 
of the Pacific Coast head office, C. C. 
Thompson of Seattle, past-president of 
the National Association of Life Under- 
writers, J. H. Russell of Salt Lake City, 
James J. Kelly of University of Cali- 
fornia at Los Angeles, and P. F. Cas- 
sin of Pasadena. In behalf of the man- 
agers of the territory Mr. Cassin pre- 
sented Mr. Almy a handsome sterling 
silver tea and coffee service. 

Mr. Almy also received a handsome 
leather-bound volume containing the re- 
ports of production of each of the 1,700 
agents of the territory during the five- 
week period preceding the dinner. 
Throughout the morning Mr. Almy was 
deluged with messages of congratula- 
tions and bouquets of flowers from 
friends and business associates. 

Mr. Almy began his career with the 
Metropolitan as an agent in the San 
Francisco district in 1909. He was pro- 
moted to assistant manager in San 
Francisco June 26, 1911, subsequently 
served as district manager in Bakers- 
field, Stockton, Riverside, San Jose and 
Golden Gate (San Francisco), and re- 
ceived hiis appointment as superintendent 
of agencies Nov. 10, 1924. 


Present Efficiency Plans 


“Making our business easier to op- 
erate” was the subject of the Los An- 
geles Life Insurance Forum. J. R. 
Mage, Northwestern Mutual, president 


the Pacific ' 
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Life Underwriters Association of Los 
Angeles, gave some suggestions as to 
the most effective use of the telephone 
in making appointments in advance of 
the interview, and referred to the value 
of maintaining systematic card records 
providing detailed information of the 
prospect's circumstances, both financial 





and existing needs for the protection of 
life insurance. H. E. Belden, assistant 
manager Union Central Life, told of 
successful methods used and E. T. Gil- 
bert, manager Sunset agency California- 
Western States Life, pointed out ways 
of preventing waste of time and gaining 
increased efficiency. 
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F. R. Amthor Gets Promotion 


Field Instructor of the Equitable Life 
of New York Becomes Supervisor 
of Agents 








F. R. Amthor, field instructor of the 
Equitable Life of New York, has been 
promoted to supervisor of agents’ train- 
ing, under direction of Second Vice- 
president A. G. Borden. He has been 
with the company in field work several 
years, having been transferred from 


| Philadelphia to the home office in 1930. 


E. L. Kurtz, for four years sales con- 
sultant in the training division of the 
home office, has been appointed field in- 
structor. Formerly he was a salesman 
and unit manager in New York and 
Philadelphia. 


L’Estrange in New Post 


G. A. L’Estrange, for the past ten 
years manager of the claim department 
of the Abraham Lincoln Life, and with 
that company for 13 years in both 








agency and claim work, has become as- 
sociated with the Washington National 
at its home office in Chicago. 

He is widely known among accident 
and health men and was one of the 
speakers at the last annual meeting of 
the Health & Accident Underwriters 
Conference. 





Fordyce with the Manhattan 


J. P. Fordyce has been appointed di- 
rector of agencies of the Manhattan 
Life. He has been in life insurance work 
for 24 years, serving as agent, agency 
supervisor, agency director and vice- 
president. 





Name New Agency Officials 


SEATTLE, Dec. 20.—T. C. Brownlee, 
president Northwestern Life & Acci- 
dent, has appointed Ford E. Dunton di- 
rector of agencies and Lyle V. Sizer 
field supervisor for the company. Mr. 
Dunton formerly was secretary of the 
Great Northwest Life and Mr. Sizer 
was with the Equitable of New York. 








MANAGERS’ ASSOCIATION NEWS 





Stand Taken on Part-Timers 





San Antonio Managers Adopt Proced- 
ure for Eliminating Evil—Allow 
Three Months Probation 





SAN ANTONIO, TEX., Dec. 20.— 
Definite action toward the elimination of 
part-time agents has been decided upon 
by the San Antonio Managers & Gen- 
eral Agents Club. A resolution was 
adopted outlining the procedure and 
holding that the part-time agent lowers 
the standard of the business and re- 
duces the income of the full time men. 
The association’s executive committee 
will be furnished a list of all part-time 
agents in the city and managers and 
general agents will then be contacted 
and asked to cancel the part-time 
agent’s contract on or before April 1, 
unless the agent becomes a full-time 
man. If, under the terms of the con- 
tract or because of unwillingness of the 
manager or general agent to take ac- 
tion, it is impossible to get the con- 
tract canceled, the executive committee 
will contact the part-time man’s reg- 
ular employer. 


Require Probation Period 


Provision is made for a three months 
probationary period for new agents and 
if a new agent wishes to continue he 
must go on a full-time basis. After 
serving a probationary period with one 
company, an agent will not be permitted 
to serve as part-time agent with an- 
other company until two years after the 
termination of his probationary contract. 

The names of all part-time agents, 
their addresses and company are to be 
registered with the secretary of the 
managers club. 


Managers Club Meets 


At a special meeting of the managers’ 
club, the local medical examiners were 
guests. Dr. C. B. Piper, medical direc- 
tor Connecticut Mutual Life, spoke on 
“Medical Underwriting and Life Insur- 
ance from the Home Office Standpoint.” 
The truth concerning an applicant is 
the most important thing which con- 








cerns the medical underwriting of any 
case, said Dr. Piper. 





Los Angeles Managers Name 
Alex A. Dewar as President 


Alex. A. Dewar, Equitable Life of 
New York, was elected president of the 
Life Managers Association of Los An- 
geles at the annual meeting. Other of- 
ficers elected were: Vice-president, J. H. 
Cowles, Provident Mutual Life; secre- 
tary-treasurer, Walter T. Shepard, Lin- 
coln National Life; directors, John H. 
Russell, Pacific Mutual; Roy Ray Rob- 
erts, State Mutual, and John W. Yates, 
Massachusetts Mutual. 


Townsend Indianapolis Chief 

J. R. Townsend, Equitable of Iowa, 
has been elected president of the Man- 
agers & General Agents Association of 
Indianapolis. Other officers are: W. H. 
Meub, New England Mutual, vice-presi- 
dent, and M. B. Oakes, Insurance Re- 
search & Review, secretary-treasurer. 
D. W. Flickinger, John Hancock, is re- 
tiring president. 











Hampe Sioux City President 


_ Henry T. Hampe, agency manager 
Union Central Life, has been chosen 
president of the Sioux City (Ia.) As- 
sociation of Life Agency Managers. 


Alfred M. Best Honored 


Thursday of last week marked the 
35th anniversary of the founding of the 
Alfred M. Best Co. of New York City. In 
appreciation of the event and to evidence 
the esteem in which Mr. Best is held 
by employes of the organization, they 
presented him a handsome white gold 
wrist watch, suitably inscribed. 


Mrs. J. G. Butterbaugh, wife- of the 
assistant superintendent of agencies of 
the Bankers Life of Iowa, fractured her 
right arm in a fall from a horse in the 
riding hall at Fort Des Moines. She 
was given emergency treatment at the 
army post hospital and later taken to a 
Des Moines hospital. 








A Solid Year of Gains! 








During the first 10 months of 1934, Guardian paid pro- 
duction was 46% ahead of the first 10 months of 1933. 
October paid production was 61% greater than that for 
October last year. And—October marked the 12th con- 
secutive month in which production gains were made by 
The Guardian’s Field Force! 


1934 has been a good year for The Guardian Life! The 
Company’s assets have passed the $100,000,000 mark. New 
business-producing contract forms have been added to the 
wide variety of Guardian policies. Man-power has grown. 


The entire Company looks forward to 1935 — its 75th 
Anniversary Year— and new records! 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 


ESTABLISHED 1860 


50 UNION SQUARE NEW YORK CITY 















































Another Holiday Season 
is with us! 


Christmas will be merry and the 
New Year happy in countless 
homes because of LIFE INSUR- 
ANCE. 


To the men and women, who carry 
the Life Insurance "Rate Book," 
and made this possible — and to 
their families— 


CENTRAL LIFE INSURANCE 
COMPANY OF ILLINOIS 


extends Christmas Greetings and 
the wish that 1935 "tops" all their 
previous production records. 
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To Vou and Vours 


URING this Christmas-tide with the great Yule Log on 
the fire; the Lighted Candle in the window; the Star of 
Bethlehem sending its message of the Christ Child; the 
Christmas Carols coming softly, sweetly over the sparkling 
snow—all proclaiming “Peace on earth, good will to men”— 


We commemorate anew the best of our services to man- 
kind— 


Dedicate anew the obligations of this company in its 
stewardship of funds entrusted to its care— 


Pledge anew ourselves to the continued faithful fulfill- 
ment of all covenants— 


Wish for you and yours the peace and happiness of a 
life complete. 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 


FRANKFORT INDIANA 











WHAT DO THEY MEAN 
TO YOU? — — — 


Many Annuity forms to supply the current demand 
for investment in Life Insurance; 


$500 Policies; 

Monthly Premium Payment Plan with no minimum; 
Salary Savings; 

Life Expectancy Plan; 

Family Income; 

Many Juvenile forms issued from birth to age 15; 
Retirement Incomes; 

And many other plans; 


IN A COMPANY THAT OFFERS THE UTMOST IN SAFETY 
AND SECURITY. 


They mean considerable to the man who has them to offer to his 
clients. 


ORDINARY AND INDUSTRIAL 


AMERICAN NATIONAL 


INSURANCE COMPANY 
GALVESTON, TEXAS 


W. L. Moody, Jr., President F. B. Markle, Vice-President 
Shearn Moody, Vice-President W. J. Shaw, Secretary 
E. L. Roberts, Vice-President (In Charge Ordinary Agencies) 
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NEWS ABOUT LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Policy Literature, Rate Books, etc. Supplementing the ‘Unique Manual- 
Digest” and ‘‘Little Gem,”’ Published Annually in May and March respectively. 
PRICE, $5.00 and $2.00 respectively. 








Travelers’ New Rate Scale|Fidelity Mutual’s Dividends 


Tabulation Presented of Several Life | Announcement Is Made Concerning the 
Forms, and Also Immediate and Policy It Will Pursue During the 
Elective Annuities Coming Year 














The Travelers’ new higher rates have | The Fidelity Mutual Life announces 
been sent out to the field force. The |that it will maintain in a general way 
scale is identical with the new rates of | the same dividend schedule for next year 
the Aetna Life and Connecticut General, |as_ this. The customary increase _pro- 
which for several more popular forms | Vided by the progressive scale will be 
have been presented previously. set back one year. Specifically the new 

The tabulation below, however, shows | dividend scale effective Jan. 1 will be 
the new rates for the Travelers’ retire- | the same as for 1934, diminished by the 
ment income at 65 and cash settlement | amount of one year’s progression. The 
at 65, and also for the immediate life | first dividend will be similarly modified, 
and cash refund annuities and elective | The company says further: 
annuities at ages 50, 60 and 65. The|. “Adjustment will be made, however, 
tabulation is: in the dividends on policies carrying the 

Cash | extremely liberal disability income bene- 

wr PI ged fits—issued between Jan. 1, 1921, and 

Age O.L. 20Pay. 20End, at65 at65|June 30, 1930. The policies in this class, 
20 $13.48 $21.38 $41.90 $18.18 $14.21 |in the recent experience of this and other 
21 13.77 21.77 = 41.94 18.77 14.61] companies, have contributed relatively 
: : ; : little to surplus. It is our view that 

24 14.86 23.03 42.04 20:77 15.93 | equity to our policyholders in general 
25 15.26 23.48 42.08 21.53 16.42] requires a proper adjustment of cost in 
26 15.69 23.95 42.13 22.33 16.94 the group enjoying these special bene- 


27 «16.14 «24.44 «4219-2318 -:17.49 , 
28 16.61 24.95 42.26 24109 18.06 | fits, a kind of coverage no longer to be 
2 1741 25.49 42.33 25.06 18.68|had at any price. This adjustment will 


64 26.05 42.43 26.09 19.33} not apply to disability policies pro- 
39 18:80 2725 4267 28137 20.80] Viding waiver of premiums only. Divi- 
33 19.44 27.90 42.82 29.63 21.68|dends are derived principally from 
34 20.11 28.58 43.00 30.98 22.66 | mortality savings and interest in excess 
36 21:57 30.04 43.48 34.01 24.96 | Of the assumed rate. Thus far our 1934 
37 22.37 30.82 43.68 35.69 26.32! mortality has been favorable. That part 
88 =. 28.21 31.63 «48.96 37.50 27.80 | of the dividend derived from excess in- 
40 25:05 33:38 44:64 41:70 31.95 | terest, however, must necessarily reflect 
41 26.04 34.31 45.03 44.13 33.23 | the prevailing conditions known and felt 
42 27.10 35.29 45.47 46.78 35.45 by people everywhere. Indeed, it is re- 
43 28.22 36.31 45.95 49.68 = 37.95 | freshing to most people to find little 
45 30:65 3851 47:06 56.15 43.95 | Change in their life insurance dividends 
46 31.97 39.69 47.71 59.79 47.46 | when so few other things they own are 
47 = 33.37 40.938 48.41 = 63.79 51.49 | paying any dividends at all. Careful 
49 36.42 43.59 50.03 73.26 61.58 | Study is being given to the rates to be 


50 38.08 45.03 50.96 38.94 67.97 | allowed on funds left at interest. _ 
51-39. ; é ae hates i e 
Be aLTO 6481S «bate seer | 72. | SRpomncement we made, but oa 
53 43.67 49.82 54.27 101.81 |... | present rates will e continued unt! 
5445.76 51.60 55.58 11230 .... | March 1, 1935. 

55 47.97 ~ 53.48 57.01 124.93 eoee 


57 52.81 57.59 60.25 15954 °:::| Annuity Rates Are Revised 





60 61.24 64.80 66.29 260.48 °:.: 

61 64.40 67.54 68:68 ae ship All Massachusetts Mutual Contracts But 
62 $7.77 70.48 71.80 Metts owe Annual Premium Survivorship and 
ie <aee ae: : : eae Deferred Survivorship Affected 





Annuity Rates aw : ’ 
sith ecaieeall Mani ie ies The Massachusetts Mutual has re 
a 


Without Cash Ref. | vised premium rates on all types of ar- 

Age Immed. Refund he Ane. ao nuities except annual premium survivor- 

20 $2,303.20 $2,648.70 $27.04 $56.87 $82.93 _ and deferred survivorship contracts, 
:70 2'629.00 25.61 54.28 79.35 | effective Jan. 1. ; 

22 2,267.80 2,608.80 24.21 51.77 75.88 The amount of income per $1,000 si- 

23 2,249.30 2,988.20 22.87 49.36 72.55 | cle premium or $100 annual premium 

210.70 2°545.90 20.32 44.76 66.19| Units is slightly less than under the 








25 
26 2,190.70 2508.16 19.31 a 63.18 present rate. Guaranteed cash _ values 
28 2'148.00 2'479:30 16:82 38.44 57.45 | OM both the annual and single premium 
29  2°127:10 23456.30 15.72 36.47 54.73 | retirement annuities will be lower than 
s EGRESS EAGEEE LET G8] GE28 | under present contract 
32  2'058.60 2°384.70 12.67 30.95 47.10| No loans will be available under any Fy 
33 2,034.60 2,360.20 1173 33.34 $4.14 red * oe eo —— = | 
010. 1335. : 45 | tofore loans have been permitted under By 
35 1,886.00 2,503.79 9.21 26.98 $0.23 | the annual premiun seloomset annuity 
36 1,959.30 2,283.90 9.05 24.43 38.10 | Me. Pp 1 i 
SLRS PTS EE Hes 8 POLY tof a 
906. ,231,. . . -03 A retofore, n nnu r single 
39 1878.90 2204.40 6.65 20.10 32.11 | ,parninie a ae ~ ke 
40 1,851.00 2:177.20 5.90 18.75 30.24] P m reur ry ; 
41 1,822.60 2,149.70 5.20 17.45 28.44 | sued to provide for commencement : 
1,793. 121, ; 16.19 26.70 | j an a er 70. 
43 1,764.20 21093:50 3:86 14.98 25.02 | Pocurep more, wed ee neo tanl« 
44 1,734.20 2,065.10 3.22 13.80 23.39 | “urthermore, under both contracts 
45 1,703.70 a50e-38 <7 12.66 21.83 | retirement income will be we 
46 1,672.80 2,007. Ol 1ico7 20:81] 4 inued in 
47 1,641.40 1,977.80 1.44 10.51 18.85 = the ne been nrg Bs 
48 1,609.60 1,948.20 88 9.49 17.44] force at least five years; tnat 1s, 
49 1,577.40 1,918.20 35 8.50 16.07 date of the first retirement income pay 
51 1:511.80 1,857.90 ; 665 13.46 | MERE IS —s at least a a 
52 1,478.50 1,827.40 5.77 12.24 Ahe annual premium and single Prt 
oH ipa 4 ines ret: es mium retirement annuities are or 
K A . 4 i g j ivi wi 
35 © 1'376.80 1734.90 333 «8:78 | Pating. The dividends on these be 
56 1,342.50 1,703.50 2.57 7.74 depend largely on rate of interest ear 
57 1,308.00 eth 1.84 6.73 and are therefore more subject to fluc- 
5 i i J x > fs 2 ‘ me H insur- 
B9 123860 1'60960 |... ‘45 '7g | tuation than dividends _ life - 
60 1,203.80 1,578.40 .... .... 3:88] ance contracts, A. T. Maclean, seco”. 
61 1,169.10 1,547.10 ree 2.99 | vice-president and actuary, points oul. 
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NEWS OF LIFE 


ASSOCIATIONS 





Boston to Ban Part-timers 


Ben H. Badenoch, Northwestern Mu- 
tual, Elected President at Associa- 
tion’s Annual Meeting 


BOSTON, Dec. 20.—Six months after 
the beginning of the new year the mem- 
bers of the Boston Life Underwriters 
Association will put into effect a ruling 
that none of its members shall do any 
business with part-time agents, on the 
ground they are not bona fide agents. 
If the chief occupation of the part-timers 
is in some other field they will come 
under the ban. This action was taken at 
the association’s annual meeting. 

These officers were elected: President, 
Ben H. Badenoch, general agent North- 
western Mutual; vice-presidents, C. W. 
Wyatt, John Hancock, and Manuel 
Camps, Jr., Penn Mutual; _secretary- 
treasurer, W. N. Watson, Connecticut 
Mutual; executive committee, G. P. 
Smith, New York Life; W. L. Wads- 
worth, New England Mutual Life; M. 
E. Watson, Boit, Dalton & Church; W. 
H. Boireau, Berkshire Life; R. L. Place, 
Aetna Life; Fitzhugh Traylor, Equitable 
Life of New York; Richard Blackmur, 
Massachusetts Mutual, and P. J. Craf- 
fey, Metropolitan Life. All the officers 
elected, with one exception, are general 
agents or managers, in contrast to the 
usual custom of giving the agents an 
equal number of places. 7 

The association voted a change in by- 
laws to conform to the fiscal year of 
the National association. Retiring Presi- 
dent S. D. Weissman presided at the 
dinner, with 250 in attendance. | 

Paul Speicher, R. & R. Service, In- 
dianapolis, spoke on “The Philosophy of 
Life Insurance.” a 


Will Meet in January to 
Form Virginia Association 


RICHMOND, Dec. 20.—The Rich- 
mond Association of Life Underwriters 
at its December meeting went on record 
as favoring the organization of a Vir- 
ginia state association. It is planned to 
perfect the organization at a meeting in 
Newport News some time in January, 
with representatives of the associations 
in the state in attendance. The Suffolk 
association and the Peninsular associa- 
tion, comprising Newport News, Hamp- 
ton, Phoebus and Old Point, have al- 
ready voted in favor of the plan and it 
is expected that Norfolk, Roanoke and 
Danville, the other cities with associa- 
tions, will take similar action. W. A. 
Brooks, president of the Richmond as- 
sociation, is chairman of organization 
and will preside at that meeting. The 
Texas setup will be used as a model. 

W. F. Winterble, superintendent of 
agencies Bankers Life of Iowa, ad- 
dressed the Richmond association on 
“The Life Insurance Man and His Ob- 
ligations to the Buying Public.” He said 
agents could profit by studying the re- 
sults of a recent survey showing that 
the business which sticks best is that 
written on an annual rather than on a 
semi-annual, quarterly or monthly basis. 
It was also shown that business written 
on educational and professional people 
sticks better than that placed on other 
classes, 

* *K * 


Oklahoma—A Christmas banquet in 
Oklahoma City was attended by nearly 
250 underwriters and their wives. Bishop 
F. C. Kelly of the Catholic church spoke 
on “The Good Life.” 

* * x 

Cincinnati—George J. Kutcher, general 
agent Northwestern Mutual, New York 
City, gave an address similar to the one 
he gave before the National Association 
of Life Underwriters at the Milwaukee 
convention. Mr. Kutcher said that his 
paid business was over $3,500,000 this 
year and it is his best year. He closes 
two out of three interviews. He said 


enough insurance himself. The agent 
does not have enough unless “it hurts.” 
Mr. Kutcher said he personally carries 
$520,000. 

W. J. Mack, Cincinnati general agent 
of the Northwestern Mutual, held a re- 
ception for Mr. Kutcher in the morning 
which was attended by a large number 
of insurance men. 

* * x 


Kansas City, Mo.—H. W. Abbott, gen- 
eral agent Massachusetts Mutual, Pitts- 
burgh, spoke on “The 10 Coordinated 
Fundamentals That Attain Selling Suc- 
cess.” 

* * * 


Dallas, Tex.—Dr. C. B. Piper, medical 
director Connecticut Mutual Life, who 
was the guest of the E. F. White agency 
of that company, spoke at the last meet- 
ing of the year. 

* * * 

Emporia, Kan.—L. C. Swinney, pres- 
ident of the newly-formed Kansas asso- 
ciation, headed a delegation of Wichita 
life men who assisted in the organiza- 
tion of a new association, the fifth in the 
state and the first since the state asso- 
ciation was formed last month. 


* * * 


Kansas—President -Swinney has an- 
nounced that the state association will 
take charge of the annual sales congress 
this year, to be held in Hutchinson in 
May. In former years the Topeka, Sa- 
lina, Wichita and Hutchinson associa- 
tions have taken turns in sponsoring the 
meetings. 

* kK * 

Indianapolis—Miss Mary Sue Wigley 
of the National association spoke at 
a ladies night meeting. 

* * * 

Rhode Island—Americans, as individ- 
uals, will never be satisfied with gov- 
ernmental provisions for old age, and 
will always prefer to do their own sav- 
ing for old age through savings or life 
insurance, R. B. Hull, managing director 
National association, declared. He pre- 
dicted that sales resistance to life in- 
surance selling on the basis of future 
government help will be very meagre. 

* * x 

Cleveland—The annual meeting will be 
held Dec. 21. L. A. Spencer, field vice- 
president of the Edward A. Woods Co., 
Youngstown, O., will talk on “Actual 
Experiences I Have Had.” R. L. Bowen, 
new superintendent of insurance of Ohio, 
who is a member of the association, will 
be present. Officers will be elected. 

* * * 

Pine Bluff, Ark.—J. D. Wilbourne, Mu- 
tual Life of New York, has been elected 
president to succeed H. V. Party, now 
president of the Arkansas association; 
G. D. Brown, Metropolitan Life, vice- 
president, and J. T. Dearing, Protective 
Life, secretary. 

* * & 

Detroit—The directors have adopted a 
resolution recommending that the by- 
laws be changed to step up the qualifica- 
tions for qualified and associate mem- 
bers so that only men producing $60,000 
or more of new business each year would 
be eligible to qualified membership, and 
those producing less than this amount, 
or those who have been in the business 
a year or less, be classified as associate 
member. Veteran agents who produce 
less than $60,000 would automatically be 
excluded from membership at the end of 
@ year. 

* * * 

St. Louis—A Christmas party was held 
this week. A playlet written by Mr. and 
Mrs. N. M. Pope, “A Sockful of Apps or 
a General Agent’s Demise,” was given. 

* 

Tampa, Fla.—The life men of the city 
took advantage of a number of insurance 
executives attending the annual meet- 
ing of the National Convention of In- 
surance Commissioners at St. Petersburg 
to get some star speakers. Addresses 
were made by Superintendent Van Schaick 
of New York and Commissioner Daniel 
of Texas. Commissioner Knott of Florida 
introduced the speakers. A number of 
life men not members of the local body 
attended. T. C. Cross is president of 
Tampa. 

* * * 

Burlington, Vt.—The Burlington asso- 
ciation has adopted a new standard form 
of by-laws recommended by the National 
association. Speakers were George Awde, 
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INDIANAPOLIS, INDIANA 


@Complete Substandard and Automatic Rein- 
surance facilities embrace so wide a field that 
prompt policy issuance—regardless of size—is the 
rule and not the exception. 

















that the life agent usually does not carry 


Jr., New York Life; Alton Briggs, Mutual 





































































































—— Ferry Christmas — 


EACE on Earth! Good Will to Men! 

Precious sentiments are these, that bring 
to the world the refreshing worthwhile at- 
mosphere of the Yuletide Season. 


At Christmas time, the Scranton Life is 
bringing cheer to many, by means of a spe- 
cial form of Income Policy conceived as 
befitting to the sentiment of the day. 
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SCRANTON, PENNSYLVANIA 
WALTER P. STEVENS, President 
Box 12) 























18 


THE NATIONAL UNDERWRITER 





December 21, 193; 





Life; Bart Garrity, Metropolitan, and 
« Hugh Sinclair, Union Central. 
*x* * * 

Charlotte, N. C.—W. S. Cunningham, 
Equitable of New York, is the new presi- 
dent. John Knott is vice-president; G. O. 
Bagwell, treasurer; J. J. Dempster, sec- 
retary. Due to a change from calendar 
to fiscal-year basis, there will be new 
elections in June. 

Dr. S. S. Huebner will address the 
January meeting. 

*x* * x 

Billings, Mont.—The association went 
on record as endorsing the recommenda-~- 
tion of President Riehle of the National 
association or the subject of part-time 
agents. 

*x* * * 

Warren, 0.—Francis Wheale, New Eng- 
land Mutual Life, was elected president 
at the annual meeting; T. S. Muir, Guard- 
fan Life of New York, vice-president, H. 
D. Johnston, Massachusetts Mutual, sec- 
retary-treasurer; Roy Merwin, Mutual 

| Life of New York, national committee- 
man; and C. O. Reynard, Union Central, 
and W. A. Porteous, Prudential, directors. 
They will hold office until June, 1936. 
* * * 

Montreal—G. F. French was elected 
president. Other officers are: First vice- 

' president, A. D. Poitras; second vice- 
president, J. A. Fournier; treasurer, H. F. 
McAdams. During the year membership 
increased from 159 to 277. 
* * x 

Toronto—At the annual meeting these 
officers were elected: Honorary presi- 
dent, J. C. Ross; president, C. F. Richard- 
son; vice-presidents, G. F. Crum and C. 
V. Earl; honorary treasurer, J. W. Ber- 
narde honorary secretary, A. R. Ramsey. 

* * * 

Madison, Wis.—Lester Johnson, vice- 
president Continental Assurance, spoke 
at a breakfast meeting on “Our Imme- 
diate Problem.” 

*x* * * 

Neenah-Menasha, Wis.—J. C. Zimmer, 
Prudential superintendent, Oshkosh, 
Wis., spoke at the December meeting on 
“Planning Your Clients’ Needs.” 

*x* * * 

Monroe, Wis-—Mort Huber, president; 
Walter Rhodes, vice-president; Robert 
Hess, secretary, and Myron Graff, treas- 
urer of the Madison association, attended 
a dinner meeting at which plans for the 
formation of a local association were dis- 
cussed. An organization meeting is 
planned shortly. 








AGENCY NEWS 


Stage “Gratitude Day” 
Honor of Davenport Branch 








In appreciation of the announcement 
that the New York Life will establish 
a new branch office in Davenport, Ia., 
Jan. 1, 53 agents in the Davenport area 
staged a “Gratitude Day” and the fol- 
lowing day assembled at Davenport for 
their annual meeting. 

They reported 54 applications for 
$108,500 written the previous day. Busi- 
ness was not held up to make this rec- 
ord, as Davenport closed November 
with 87 percent increase Over a year 
ago and turned in $135,000 of business 
the first three days of December. 

Don Parker, formerly of the Des 
Moines office, will be agency director 
of the new branch. 


Results of Inter-Agency Contest 


Accident and noncancellable business 
played an especially large part in a re- 
cent inter-agency contest conducted by 
the Pacific Mutual Life on the west 
coast and was a dominant factor in win- 
ning team and personal honors for the 
immediate home office territory of the 
company in southern California. 

The two Los Angeles units—the 
home office agency, which is the life de- 
partment of the company, and the 
Paschall-Gist Agency, which represents 
the accident and noncancellable depart- 
ment, competed with San Francisco as 
one unit, the quotas being arranged and 
based on percentages of previous accom- 
plishments. The Los Angeles and San 
Francisco offices have been rivals for 
many years. In the six weeks covered 
by the contest, Los Angeles’ accounted 





cident and noncancellable business, of 
which $17,000 was accident. 

The Pacific Mutual’s October and No- 
vember accident business was the largest 
in its history. 


White Agency Sets Record 


E. F. White, Dallas general agent of 
the Conecticut Mutual Life, has broken 
all records of that company for a first- 
year agency. The White agency, cover- 
ing Dallas, Fort Worth and north 
Texas, has paid for more than $4,000,000 
of life insurance and annuities so far in 
1934. Because of his record, Mr. White 
has been placed on the program for the 
annual conference of general agents of 
the company at Miami, Fla. 


Adams Holds Rally 


DES MOINES, Dec. 20.—In a fall 
sales campaign $1,019,000 in new busi- 
ness was written by the New York Life 








in south central Iowa, it was announced 
at a homecoming rally of 100 agents 
here by C. F. Adams, agency manager, 
Des Moines. Speakers were Dick Oliver, 
St. Louis, and O. R. Carter, Chicago, 
inspectors of agencies. 





Russell Holds Sales Congress 


The home office agency of the Pa- 
cific Mutual Life under Manager John 
H. Russell held an all-day sales-con- 
gress. Dr. C. J. Rockwell, University 
of Southern California, discussed vari- 
ous phases of life insurance salesman- 
ship and problems of the field man. E. 
C. Querl, Los Angeles chamber of com- 
merce, talked on “Prospecting Possibili- 
ties’ and F. W. Forker of the home 
office agency department explained how 
to earn the maximum commission in 
writing business. 

Dr. Rockwell is giving a series of five 
lectures to a group from the home office 





agency. 








NEWS OF THE COMPANIES 





All-States Life Gets Writ 


Injunction Restrains Fremont Mutual 
Life From Soliciting Debit Business 
of Alabama Company, in Cincinnati 








CINCINNATI, Dec. 20.—An injunc- 
tion was granted. R. C. Horton, super- 
intendent of agents All-States Life of 
Alabama, by the common pleas court 
here restraining agents of the Fremont 
Mutual Life, Columbus, O., in Cincin- 
nati from collecting the debit business 
allegedly belonging to the All-States 
Life. F. W. Rentz and C. C. Henslee 
are the Cincinnati managers for this 
company. 

The business in dispute was originally 
sold to the Federal Union by the Amer- 
ican Bankers when it withdrew from 
Ohio. Last July the All States bought 
the Federal Union industrial business in 
Ohio, Kentucky and Tennessee. 

F. E. Brawley was negotiating with 
the Rentz & Hart agency of the Fed- 
eral Union to purchase the business just 
before the entire Federal Union indus- 
trial business in the three states was 
sold to the All States. When the All 
States acquired the business, the Rentz 
& Hart agency did not wish to sell al- 
though Brawley had drawn his check 
and was ready to take over the business 
at the agreed price. 


Suing for Commissions 


Subsequently, S. H. Schomer, acting 
for Brawley, approached Henslee, who 
knew Rentz, and asked him if he would 
negotiate with Rentz with the view of 
purchasing the business, although Hens- 
lee did not know Schomer was acting 
for Brawley. The deal was completed 
and the latter obtained the books and 
records and the privilege of collecting 
the business for the All States. Hens- 
lee was to receive $200 commission 


which he did not get. He is suing 
Schomer for this amount. 
Unknown to the All States, it is al- 


leged, Brawley obtained a contract with 
the Fremont Mutual Life and replaced 
the All States policies with policies of 
the former company. Henslee heard of 
tihs and informed the All States, which 
obtained the injunction. He subse- 
quently was appointed manager, acting 
with Rentz. It is alleged that the terms 
of the injunction have been violated and 
at the hearing Wednesday a request 
that the injunction be made permanent 
was made and a penalty imposed if the 
spirit of the injunction was violated. 

Brawley returned the All States sup- 
plies and collection books to Horton 
when he obtained a contract with the 
Fremont Mutual Life. Horton alleges 
that the collection books have been mu- 
tilated and records destroyed, and that 
collections have been made by Fremont 
Mutual Life agents and policies substi- 





for total of $95,000 in written life, ac- 





tuted without the knowledge of the pol- 








icyholders that the company had been 
changed. 

The debit in question runs between 
$500 and $600. 


Basis of Pacific States 
Lien Is Now Established 


DENVER, Dec. 20—A lien under 
the Cochrane solvency law, passed by 
the last session of the Colorado legis- 
lature, attaches to the net value of the 
policy. Such was the decision of Judge 
McDonough, sitting in district court 
here, in an opinion handed down in the 
case of the Pacific States Life, a Colo- 
rado corporation with headquarters in 
Hollywood. This company is the first 
to operate under the Cochrane law, 
which in effect turns the company over 
to the policyholders for reorganization 
ander the supervision of the insurance 








commissioner. The lien shall be ascer- 
tained as of Nov. 30, 1934, under this 
decision. 


The court also continued the restrain- 
ing order against the payment by the 
Pacific States of loans, surrenders and 
endowments but will allow the payment 
of death and disability claims subject to 
the lien. 





Hearing on Receivership Case 


The Missouri supreme court is 
scheduled to hear arguments Jan. 30 on 
the appeal of the Continental Life from 
the decision of Circuit Judge O’Neill 
Ryan, placing the company in the hands 
of Superintendent R. E. O’Malley on 
the grounds that it was insolvent and 
that its continued operation would prove 
hazardous to its policyholders and the 
public. The court has fixed Dec. 30 
as the date on which abstracts and 
briefs are to be filed. In the meantime 
Ed Mays, president of the company, has 
asked the supreme court to compel Sup- 
erintendent O’Malley to pay $20,000 for 
the preparation of a complete transcript 
of the evidence taken during the 57-day 
trial that preceded Judge Ryan’s ruling 
against the company. This request is 
being opposed by Superintendent 
O’Maily and his counsel, who contend 
that the costs of the appeal transcript 
should be paid by the stockholders of 
the company and not taken from its 
assets. 


Lincoln National to Expand 


Expenditure of $500,000 for additions 
to its home office building is planned 
by the Lincoln National Life. A sur- 
vey is now under way to determine the 
future business needs as to office space, 
and a portion of the construction work 
will be completed as soon as practic- 
able. 

The Lincoln National’s business for 
the first 11 months of 1934 was 60 per- 
cent ahead of 1933. Furthermore, under 





the contract with the Royal Union Life 
of Des Moines, all its property and 
equipment must be moved to For 
Wayne by June 1, 1935. This will ad 
50 employes to the home office force, 
The $30,000,000 of Northern States Life 
business taken over in 1933 and $28. 
000,000 from the Old Line of Lincoly 
also are factors in the building expan. 
sion program. 





Washington National Records 


The high record for written business 
in the ordinary department of the 
Washington National, established jy 
October, 1934, in honor of Chairman 
H. R. Kendall, was exceeded in Novem. 
ber by 29% percent, and the high record 
for paid-for ordinary established in June, 
1934, was exceeded by 16 percent. No. 
vember production was the best in the 
history of the ordinary department. 
First-year premium income of the de- 
partment was 52 percent greater in No. 
vember than in November, 1933, and 
104 percent greater than November, 
1932. The company had in force Dec. 
1 the largest volume of ordinary life 
and annuity contracts in its history. 


Mike O’Sullivan Resigns 

Mike O’Sullivan, well known among 
assessment life and health and accident 
men in California and candidate for in- 
surance commissioner, has resigned as 
vice-president and director of the Sunset 
Mutual Life of Los Angeles. He said 
the resignation would become effective 
on appointment of a successor and at 
that time he will announce his future 
plans. He joined the Sunset’ Mutual 
Life, one of the Duker companies, four 
years ago. His resignation came as a 
complete surprise to his friends as he 
has been very active in business and po- 
litical circles in his company’s behalf. 


Deal Not Yet Consummated 


The apraisal of real estate and mort- 
gages of the Abraham Lincoln Life of 
Springfield, Ill., has not yet been com- 
pleted by the Illinois Bankers Life, 
which has entered a tentative contract 
to reinsure the business of the Spring- 
field company, subject to the appraisal. 
A complete examination is being made 
of all property and the job is requiring 
more. time than was originally antici- 
pated. Another week at least will be 
required. 

Six of those who were indicted in 
connection with the plot to loot the 
Abraham Lincoln Life, upon arraign- 
ment, pleaded not guilty. 


Rehabilitate Elkhart National 


The Elkhart National Life, Elkhart, 
Ind., has been rehabilitated, having 
raised funds to take care of its impair- 
ment and obligations, and. the suit spon- 
sored by the insurance department for 
a receiver has been dismissed. 


Commissioner Is Speaker 
Commissioner George D. Riley of 
Mississippi was principal speaker at the 
fifth anniversary banquet of the Stone- 
wall Life held in Vicksburg, Miss., at- 
tended by the company’s officials and 
100 Vicksburg business men. 


Talks Over Telephone Hookup 


President E. B. Stephenson of the 
Security Mutual Life held a 15-minute 
telephone conference last Saturday with 
agencies in the nine states in which the 
company operates. Seventy-five agents 
heard Mr. Stephenson’s address. He 
announced the increase of 20 per cent in 
dividends for 1935, and said that new 
business for 1934 would show a 50 per- 
cent increase over 1933. 


Canada Life Quits Texas 


The Canada Life is withdrawing from 
Texas and is closing its San Antonio 
office, which has. been under the direc- 
tion of Harry D. St. John. He has made 
a creditable record there as branch man- 
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ture of their country.” He said that the 
life companies own stocks, bonds and 
mortgages and other evidence of invest- 
ment running to monumental sums. 
They are mere pieces of paper and there- 
fore it is highly essential that the faith 
of the people back of them be main- 
tained. He invited the Life Presidents 
to cooperate to the utmost in joining 
with the government in trying to secure 
a solution of this problem in the com- 
mon interest as quickly as it may be 
found. 
Greeters Are Introduced 


Chairman Parkinson stated that one of 
his pleasant recollections was on an OCc- 
casion when the association asked him 
to carry its welcome to the American 
Life Convention. He quoted the late 
Darwin P. Kingsley, president of the 
New York Life, saying, “Our only com- 
petition is in the performance of serv- 
ice.” He introduced the president of 
the American Life Convention, H. 
Lindsley of Wichita, Kan.. president of 
the Farmers & Bankers Life. Mr. Lind- 
sley made a happy response, saying that 
the aims and objects of his organization 
and the Life Presidents are the same 
and the work is going along in a co- 
operative spirit. He asserted that the 
life insurance business has come 
through the depression with high 
honors and today commands the respect 
of the citizenship of the country more 
than ever before. President Lindsley 
stated that the annual meeting of the 
American Life Convention will be held 
in the Edgewater Beach Hotel in Chi- 
cago but the date has not been set. He 
announced, however, that it would be 
some time in October. 


Canadian Official Brought Felicitations 


A. H. Beaton, president of the Na- 
tional Life of Canada, brought the 
greetings of the Canadian Life Insur- 
ance Officers Association, he being its 
vice-president. He said that Canada came 
through the chaotic economic condition 
without a bank failure. Canadian life 
companies paid every claim and every 
account out of current revenue. 

The dynamic leader of the National 
Life Underwriters Association, T. 
Riehle of New York City, happens to 
represent the Equitable Life and hence 
was en rapport with the chairman. 
Chairman Parkinson referred to Presi- 
dent Riehle as a “brilliant underwriter 
in the field and an inspirational talker.” 
Mr. Riehle took occasion to stress again 
the program that he has outlined for 
his organization. 


Three Points Presented by Riehle 


Mr. Riehle submitted that the three 
basic problems confronting the field 
forces are part-time agents in urban cen- 
ters, elimination of obviously unfit agents 
and selection of agents. He claimed that 
responsibility rests in the last analysis 
with the highest executives and he added 
three principal reasons for the program 
he sought, they being: 

“1. It is in the interest of the public. 
It is the policyholder whose considera- 
tion must be given first place. It is his 
best interests which must be served and 
not primarily the best interests of the 
agency system. although, fortunately, 
there is no conflict between the two sets 
of interests. We must start this discus- 
sion from the standpoint of the policy- 
holder and return to that angle at fre- 
quent intervals. 


Want Man Power Standards Raised 


‘2. A second point of view that must 
never be forgotten is that of the com- 
petent life underwriter in the field. The 
field forces are not only anxious to raise 
their selling technique to greater heights, 
comparable with the security of the con- 
tracts that you have made it possible 
for them to sell, but also to raise their 
manpower standards still higher to the 
Point of public acceptance. 

"3. Finally, from your point of view 
I submit of vast importance, is it not 








true that any practical, simple plan that 
will improve the type of agents repre- 
senting this great business in the fiel 
will automatically help companies ma- 
terially in all phases of their operations? 
It will benefit mortality experience; it 
will lessen claim difficulties; better per- 
sistency will result. It will reduce lapsa- 
tion and surrender, replacement, and 
twisting will be minimized, agency turn- 
over will decrease, cost of distribution 
will gradually decline, and finally, flow 
of quality business will be increased.” 


Committees Are Named 


At the opening of the first afternoon 
session, Chairman Parkinson announced 
the committee on resolutions as E. 
Rhodes, Mutual Benefit Life, chairman; 
F. R. Allen, Mutual Life of New York; 
A. E. BroSmith, Travelers; C. A. Craig, 
National Life & Accident of Nashville; 
D. E. C. Moore, Pacific Mutual Life; 
W. E. Monk, Massachusetts Mutual; 
V. R. Smith, Confederation Life; H. S. 
Wilson, Bankers Life of Lincoln. 

The committee on nominations con- 
sisted of H. S. Nollen, Equitable Life 
of Iowa, chairman; D. S. Dickenson, Se- 
curity Mutual Life of Binghamton, and 
J. L. Loomis, Connecticut Mutual. 

The first speaker the opening aiter- 
noon was Dr. Karl T. Compton, presi- 
dent of the Massachusetts Institute of 
Technology. The three Compton 
brothers all graduated from Wooster 
College in Ohio and they have made 
names for themselves in the scientific 
field. One brother in college work is 
Arthur Compton of the University of 
Chicago, head of the physics department. 
Another brother is Wilson Compton of 
Washington, D. C., commissioner of the 
National Lumber ‘Association, a scholar 
of rare attainments. Elias Compton, 
now retired, was dean of Wooster Col- 
lege and was head of the department of 
psychology. All the sons are alumni of 
that institution. Chairman Parkinson 
referred to Dr. Compton as a “great 
physicist, scientist and an expert on the 
atom.” 

Chief Medical Director Speaks 


Chairman Parkinson said that the sci- 
entific men within the insurance field 
frequently bring valuable contributions. 
He averred they give information on 
many problems that are enlightening. He 
said that after all the stimulation of a 
problem is what executives need these 
days more than to be told just what to 
do. He said in introducing Dr. R. A. 
Fraser, chief medical director of the New 
York Life, that he was a scientist within 
the life insurance ranks himself. 

Chairman Parkinson said: “When in- 
terest rates were higher and incomes 
flowed a bit more easily than today, we 
did not, I am afraid, realize the impor- 
tance of these scientific men who con- 
trolled the mortality and other technical 
features of our business.” In referring 
to the statistics relating to mortality 
that Dr. Fraser presented, Chairman 
Parkinson said that the observations are 
based on very careful data to which the 
speaker had unquestionably applied a 
wonderful degree of consideration and 
interpretation. Chairman Parkinson de- 
clared that life presidents must take a 
greater part in that phase of the medical 
and mortality problem which is preven- 
tive. He said that “we must in some 
way consider in what way and to what 
extent this business can contribute 
something to the whole movement of 
greater public health and the prevention 
of preventable deaths.” 


Vice President Thompson Speaks 


Chairman Parkinson in introducing 
Dr. John S. Thompson, vice-president 
and mathematician of the Mutual Bene- 
fit Life, referred to the actuary as “that 
dreaded scientist in the life insurance 
world.” Speaking more seriously of ac- 
tuaries and their formulae he said that 
he took off his hat to this great science 
which has contributed so much to the 
soundness of life insurance and without 


which it would be wallowing in some 
of the troubles which the business has 
escaped. He referred to Dr. Thompson 
as an “actuary of actuaries.” He said 
that Dr. Thompson is the only person 
born on the American continent who 
has the distinction of having become a 
fellow by the examination of the Insti- 
tute of Actuaries of Great Britain, the 
Faculty of Actuaries of Scotland and the 


Actuarial Society of America. 


Executive Committee Chosen 


At the business session the executive 
commitiee was elected consisting of the 
following presidents: Buckner, New 
York Life; Cochran, Pacific Mutual; 
Cox, Union Central; Duffield, Pruden- 
tial; Ecker, Metropolitan; Hardin, Mu- 
tual Benefit; Houston, Mutual Life of 
New York; Howland, National Life of 
Vermont; Parkinson, Equitable Life of 
New York; Smith, New England, and 
Zacher, Travelers. 


“0. J.” Was Presented 


On the morning of the last day Chair- 
nan Parkinson referred to O. J. Arnold, 
president of the Northwestern National 
Life, as “O. J.,” he being familiarly 
known by his initials. Mr. Arnold has 
been more than 35 years in the business. 
He is a past president of the American 
Life Convention and the American In- 
stitute of Actuaries. He served as chair- 
man of the committee of the American 





Institute conducting the mortality in- 
vestigation that resulted in the American 
men’s table of mortality. Following the 
address of Mr. Arnold, the presiding 
officer recognized Chairman Jesse Jones 
of the Reconstruction Finance Corpora- 
tion and presented him to the audience, 
to which he gave a bow. 

Col. Dan C. Boney, insurance com- 
missioner of North Carolina, fresh from 
his new laurels, having been elected 
president of the National Convention of 
Insurance Commissioners, was on hand 
to give his address. Chairman Par- 
kinson said he made a distinction be- 
tween those whose “war records were 
partly at least the result of fighting the 
battle at Washington and those war 
records of which we who engaged in 
that conflict always stand in awe, those 
made in the camps on the battlefield 
and in the hospitals thereafter.’ He 
said that insurance is a local business 
in the sense that it is subject to state 
regulation rather than national legisla- 
tion. Chairman Parkinson said that 
local regulation has its benefits because 
it is conducted by men who know the 
conditions of the locality in which the 
business is being done and know the ac- 
tual problems of the contacts between 
the company and the assured. Colonel 
Boney was well received because he is 
a popular commissioner. 

Along with Colonel Boney came John 





company, and other companies, ‘Men of Action 


of Action 


_Good sportsmanship rules the ac- 
tivities of Central Life’s Field Force. 
By word and deed, with respect to their own 
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in the Stanility and Integrity of Life Insurance 
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C. B. Ehringhaus, governor of North 
Carolina. It was a coincidence that 
two of the North Carolina state officials 
were on the program. He referred toa 
Governor Ehringhaus as a ‘‘native son, 
a brilliant lawyer and a civic leader.” 
Chairman Parkinson said that those 
who were presiding at the state capitals 
are carrying on daily administration of 
the most important governmental work 
in the country. On their success in the 
performance of their functions as ad- 
ministrators of the state, he said de- 
pends almost entirely the fate of the 
system of government which is the 
greatest gift to humanity made by the 
American people. 


Combined Publisher and College Head 


The first speaker the last afternoon 
was a college president and daily news- 


paper publisher, Dr. John Stewart 
Bryan, publisher of the Richmond 
“News-Leader” and president of the 


College of William & Mary at Wil- 
liamsburg, Va., the second oldest col- 
lege in the country. Dr. Bryan is a 
native of Virginia. With Commissioner 
Boney and Governor Ehringhaus of 
North Carolina he represented. the 
south. 

President Parkinson presented Presi- 
dent H. A. Behrens of the Continental 
Assurance, he being one of the stalwart 
western speakers on the program. He 
started his life insurance career on the 
Pacific coast. He served as deputy com- 
missioner of the Bureau of War Risk 
Insurance during the war. Chairman 
Parkinson said that one day, having in- 
structions from the War Department to 


go over to the War Risk Bureau tg 
find out something that was demanded 
immediately, he there met Herman 
Behrens on the job. He said, “I have 
never forgotten the incisive, command. 
ing way in which Herman Behrens gave 
heart to everyone around him in that 
bureau to tackle with confidence the 
multitude of instances. While he was 
there order was brought out of chaos,” 


Agency Leader a Speaker 


The last speaker was E. B. Stephen. 
son, vice-president of the National Life 
& Accident of Nashville. He repre. 
sented the agency end of the program, 
In presenting him Chairman Parkinson 
said: 

“These great institutions for which 
we are separately and collectively re. 
sponsible have very great power to 
contribute to the public welfare. We 
know that in a general way, and we 
never miss an opportunity to emphasize 
it, but the very power of these institu- 
tions of life insurance, power which no 
other agency in the community pos- 
sesses, to contribute to the public good, 
puts upon each and all of us a continu- 
ing and increasing responsibility to 
further develop the services of our in- 
stitutions consistently with the public 
need and our accumulative power to re- 
spond to that need. After we resolve 
in what ways we may extend our serv- 
ices, however wisely we resolve, we 
come back to a realization that we are 
dependent for the execution of our 
plans upon that great educational ma- 
chine of the life insurance business 








which we call the agency force.” 
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cent of the sale price of the capital stock 
as when paid in. Formerly there was a 
20 percent limit. 

There is an article devoted to unau- 
thorized practices. 

Any organization shall be deemed as 
engaging in an insurance business in 
Illinois which maintains in Illinois an 
agency or office wherein policies are 
signed and executed, whether delivered 
by agents or otherwise to persons of 
Illinois or any other state. Under this 
provision, the outfits that are incorpo- 
rated in Delaware and other states, but 
have their executive offices in Illinois, 
wherefrom they solicit business in other 
states than Illinois, would be reached. 
Then there is the provision that an 
insurance organization may not publish 
in any newspaper, magazine, periodical, 
circular, letter, pamphlet or in any other 
manner, or to publish by radio broad- 
casting in Illinois, any advertisement, 
either directly or indirectly, setting forth 
the advantages of or soliciting business 
for any insurance company, which is not 
authorized in Illinois. 

The newspaper and broadcasting sta- 
tion must obtain a certificate to the ef- 
fect that the insurance company is au- 
thorized in Illinois. 

his law was practically the same as 
that adopted in Pennsylvania last year. 
No company, whether domestic or for- 
eign, may operate in Illinois if it trans- 
acts an unlicensed business in any other 
state. 

Provisions Are Analyzed 


Lawyers who have analyzed the pro- 
vision for revocation of license of any 
company which transacts an unlicensed 
business in any other state say that, if 
enacted, it is likely to be challenged on 
the basis of the decision of the Illinois 
supreme court in Templeton vs. Illinois 
Commercial Men’s Accident and_ the 
United States Supreme Court in Benn 
vs. Minnesota Traveling Men’s Associa- 
tion. The courts in both those decisions 
held that a company is not transacting 
an insurance business in a state when 
the applications are handled solely at 
the head office of the company which 
may be in some other state. 

The investment section does not in- 
clude any vital changes from the invest- 
ment law adopted last year. In the ex- 














isting statute there is a provision that 


municipal bonds are eligible for invest- 
ment when, among other things, the 
taxes do not exceed 5 percent of the 
actual value of all pair property. 

There was an exception that in cities 
of 250,000 population or over the limit 
shall be 10 percent. In the new code the 
10 percent limit applies to counties and 
other political subdivisions of 250,000 
population and over as well as of cities 
of that size. 

Then there is a new provision that if 
an insurance company is operating in 
any foreign country, it may invest its 
funds in securities of a foreign country, 
state or province to an amount not 
greater than the total unearned premium 
reserve of policies issued in that juris- 
diction or in such amount as may be 
required by law to transact business in 
those places. 


Three-Year Examinations 


In connection with examinations of 
companies, there is the provision that 
domestic companies must be examined 
at least once in three years. Heretofore 
there has been no specific time estab- 
lished. 

The annual statement requirements 
have been simplified and made flexible. 
Heretofore so tar as fire insurance com- 
panies were concerned, the requirements 
were set out in great detail and were 
rigid. 

Although many provisions of the code 
will create much discussion probably 
none will cause more than the proposed 
article governing advisory rating organi- 
zations and insurance counselors. 

An advisory rating counselor is de- 
fined as “any person, firm or corporation 
proposing to classify, rate or group it- 
surance companies or otherwise indicate 
a preference for or among insurance 
companies, according to their period of 
operation, amount of insurance in force, 
premium receipts, losses incurred, under- 
writing costs, investments, earnings or 
securities held or other data in refer- 
ence to operation, or to publish or cause 
to be published, distribute or cause to 
be distributed, sell or offer for sale, in 
this state any classification, rating oF 
grouping of insurance companies, a¢- 
cording to their period of operation, 
amount of insurance in force, etc.” 

An insurance counselor is ‘defined as: 





“Any person, firm, etc., which proposes 









rman 
have 
land- 
Save 
that 
> the 


P Was 
aos,” 


phen- 
Life 
epre- 
gram, 
inson 


which 
y fre- 





December 21, 1934 


LIFE INSURANCE EDITION 











to engage in the business of giving ad- 
vice to policyholders or interested pro- 
spective purchasers of insurance, for a 
fee, commission or other compensation, 
concerning insurance policies, by com- 
paring, analyzing or interpreting such 
policies and recommending or advising 
to any policyholder or interested pro- 
spective purchaser any form, type or 
kind of insurance for him to purchase, 
or to change, forfeit or surrender any 
policy he may have upon whatever plan 
or time.’ 
Advisory rating counselors and insur- 
ance counselors must be licensed. Sales- 
men for any such operators must also be 
licensed. 
In the application for license, such op- 
erators must tell the business in which 
they have been engaged for the past 
seven years, their experience in 
analyzing insurance companies, _ their 
actuarial experience, and any additional 
information that the director may de- 
sire. The insurance director may call 
for a written examination, if he so de- 
sires. 
The director may require any advis- 
ory rating counselor to submit the for- 
mula on which his grouping or rating 
of companies is based. 


Don’t Apply to Agent 


These sections do not apply to any 
licensed agent, broker, solicitor or any 
employe of an insurance company or to 
any duly licensed attorney or counsel 
at law actively engaged in the practice 
of law, if acting in the usual course of 
such practice. 

There are some changes that apply 
strictly to life insurance companies. 

There are a few minor changes in the 
legal standard of valuation. The select 
and utimate method may be used under 
certain circumstances as well as the 
a Men Ultimate table of mor- 
tality 

The code proposes to enact the pro- 
hibition, which exists in New York and 
other states, to the effect that no life 
company shall issue both participating 
and non-participating policies. There is 
a limitation on the amount of annuity 
premiums that may be taken in. No com- 
pany shall during any one year after 
1935 issue annuity contracts providing 
cash surrender values or other with- 
drawal values, the aggregate premium 
or which shall exceed one-fourth of the 
aggregate life and annuity premium of 
the company during such year, nor shall 
the aggregate surrender or withdrawal 
values of such annuities at any time ex- 
ceed one-fourth of the aggregate sur- 
render or withdrawal values of all life 
and annuity policies. 

No mutual company authorized in 
Illinois shall enter into non-participating 
annuity contracts with Illinois residents. 


Standard Provisions 


In the standard provisions, permission 
is given to use the so-called Metropolitan 
aircraft rider. Under this provision the 
incontestable clause does not have to 
apply to policies under which there is a 
limitation of liability to an amount not 
less than the reserve on the policy, less 
any indebtedness thereon, for death as 
the result directly or indirectly of serv- 
ice, travel or flight in or on any species 
of aircraft. 

Under the prohibited provisions is one 
to the effect that the agent soliciting 
insurance is the agent of the person in- 
sured or one making the acts or rep- 
resentations of such agent binding upon 
the person so insured. Neither may a 
company under the code, limit the 
amount payable under a policy to less 
than the face thereof on account of the 
kind or character of disease causing 
death. 

Must Give Notice 


A policy cannot be declared to be 
lapsed for non- payment of premium un- 
ess a written or printed notice is sent 
at least 15 days and not more than 45 
days prior to the day when it is pay- 


able. _jance people. It prohibits the making 
There is also the requirement that | of political contributions. Several sec- 


notice be given within 15 to 45 days 


before the expirv of extended insurance. prohibition against them to fire and cas- 


Under the code, statutory permission 


would be given to the prevalent practice | inserting some new sections. 


with the insured to extend the time for 
payment of premium. 

There is a provision outlawing the so- 
called stock with policy plan. 

In lieu of the rather indefinite pro- 
vision as to the amount of insurance 
that is free from the claims of creditors, 
the code proposes that the cash value 
not in excess of $10,000 be exempt. 

Statutory permission will be given 
companies to make trust settlements. 
Also there is statutory provision where- 
under minors of 15 years or more may 
contract for insurance. 

A formula is set up for the creation 
of permissible contingency reserve. 


Group Life Insurance 


There are several sections devoted to 
group life insurance providing that such 
policies may be issued on units of the 
National Guard, state troopers, state po- 
lice, labor unions and employes of a 
concern. The code would make it un- 
lawful to make a contract covering any 
other sort of a group. ; 

An important new section as to lim- 
itation of expenses for life companies is 
inserted. It provides that after 1935, no 
company operating in the state should 
incur acquisition expenses more than the 
first year’s gross premium or renewal 
expenses in any of the nine succeeding 
renewal years in excess of 10 percent. 

Under the code, no new assessment 
life companies may be organized but 
companies heretofore organized upon the 
assessment basis may continue as as- 
sessment legal reserve life companies. 

There appear to be few changes in 
the regulations as to fraternals. The 
contributions made upon juvenile certifi- 
cates shall be based upon the standard 
industrial mortality table or the Ameri- 
can Experience table of mortality with 
Craig’s extension thereof, with an inter- 
est assumption of not more than 4 per- 
cent, or upon a higher standard. There 
is thus no provision for use of the N. F. 
C. table. 


Investments of Fraternals 


The investments of fraternals shall be 
in accordance with the laws of Illinois 
governing investment of funds of life 
insurance companies but there is the 
important provision that investments 
made prior to the effective date of the 
code are not affected. Investments, how- 
ever, must be made to conform to the 
requirements not later than July, 1937, 
unless the society shall certify that it 
will suffer materially by the sale of any 
investments. In that event the time for 
the sale may be extended. 

Specific approval is given the frater- 
nals to maintain hospitals and_ sani- 
toriums. 

The troublesome mutual benefit asso- 
ciations are given stern treatment in the 
code. There is a provision that no mu- 
tual benefit association may hereafter be 
formed. Furthermore, no mutual bene- 
fits organized in any other state may 
be admitted in Illinois. Many of the 
mutual benefits now operating in Illinois 
have Delaware charters and they would 
be outlawed. It is clearly set forth what 
the membership certificates shall contain. 
The burial societies also come in for 
some strict regulation under the code 
and no new ones could be organized. 


Securities for Deposits 


Deposits with the state in the future 
may be made only in federal or Illinois 
securities. At present deposits may be 
made in any securities in which a com- 
pany may lawfully invest. 

The new code sets up a statutory pro- 
vision whereby deposits may be with- 
drawn. At present the withdrawal may 
only be accomplished by court procedure. 
he code revises the provisions con- 
cerning contents of advertisements as 
to financial condition and inserts more 
teeth in the law. 

There is a brand new provision as to 
defamation of rival companies.’ 

There is one section which probably 
will not be objected to by any insur- 


tions apply to rebates, extending the 


ualty as well as to life companies and 





of entering into agreements in writing 











SQ-1 


OW and then, through long 

use, a code number takes on 
more significance than the title it 
represents. 


Technically, Form SQ-1 is the 
designation for State Mutual’s 
form known as “Report of Service 
Calls on Old Policyholders.” Ac- 
tually it is more than that. It is 
one of the finest soliciting docu- 
ments in use today, devised to 
work a potent source of new 
business. 





Sales aids for various types of 
solicitation are an important part 
of the cooperation State Mutual 
offers to the salesman. 
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There is a new provision as to trans- 


20th Agency School 
In Sesston— 


Our trained representatives have 
conclusively proved the value of the 
Home Office School. They have been 
successful where untrained men have 
failed. Our General Agents are filling 
the ranks of their agencies with 


trained producers who are equipped 


to succeed. 


If you are interested in building a pro- 
ductive agency of trained men, we invite 
your inquiry. 
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fer of deposits. In the article relating 
to liquidation, there is a provision for 
rehabilitation of companies. There is 
a provision whereunder the insurance 
director may order the liquidator or con- 
servator of a company to remove the 
property and assets to Sangamon county 
or Cook county. : 

The code provides that the insurance 
director upon motion of the attorney- 
general is the only one who can bring 
action for appointment of a receiver. 

There is a provision whereunder in 
liquidation of @ company, wages owing 
to clerical employes for services ren- 
dered within three months prior to the 
receivership shall be paid prior to the 
payment of every other debt or claim. 
Heretofore the practice has been to rec- 
ognize’ this priority by paying off the 
employes before the receivership action 
is started. 


Prudential Announces Raise 
in Rates, New Dividend Scale 
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and permanent disability prior to age 
€0. 

“Experience in recent years,” the an- 
nouncement states, “has indicated the 
advisability of certain changes in ordi- 
nary policy forms which will be put 
into effect as of Jan. 1. Also the proba- 
bility that satisfactory investments will 
in the future be obtainable only at lower 
interest rates, makes it desirable to in- 
crease premium rates effective as of Jan. 
1, in order that reserves for insurances 
and annuities may be carried on a lower 
interest basis. 

“Due primarily to the reduction in the 
interest rate assumed in the calculation, 
premium rates have been moderately 
increased. Notwithstanding this  in- 
crease, the premium rates will remain 
among the lowest quoted for participat- 
ing insurances.” 

Mr. Little says that dividends illus- 
trated in the 1935 dividend pamphlet 
for a 20 year period have been arrived 
at by suitable adjustment of the divi- 
dend scale currently in use for policies 
issued at the present lower premium 
rate. The dividend figures based on 
current experience are especially unreli- 
able as an indication of future ¢osts of 
insurance because of the uncertainty of 
the trend of future interest rates and 
other factors. 

“It cannot be too strongly empha- 
sized,” Mr. Little says, “that the divi- 
dends used in these illustrations are in 
no sense estimates or guarantees of the 
company’s dividend action in future 
years, as future dividends must depend 
entirely on future experience.” 

The new premiums and the dividend 
scale applicable to policies issued after 
Jan. 1, 1935, for several popular forms 
are: 


Premiums . 


Mod. Life 3 

lstto3There- End. 20 20 End. 
Age Yrs. after 85 Pay. End. 65 
20 $12.67 $14.91 $17.14 $25.60 $46.12 $ 19.96 
21 13.02 15.32 17.53 26.07 46.19 20.52 





“fMlany Merry Christmases, Many 
Happy New Years, unbroken Friend- 
ships, great accumulation of Cheerful 
Recollections, Affection on Earth, and 
Heaven at last for all of us.” 


Thus, in the words of Charles Dickens, do we present the 
compliments of the season to all who pause at this space. 


THE LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 


Incorporated 1871 
Bradford H. Walker, President 


Mod. Life 3 
lstto3There-End. 20 
Age Yrs. after 85 Pay. 


79.82 93.91 i : 
66 85.71 100.84 97.55 95.87 
Dividends 
Modified Life 3 
Age at Dividends End of Y 
5 10 15 


Issue 3 
20 $ 3.05 $ $4 $ 3.57$ 4.01$ 
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52 63 10.36 11.46 
53 02 9.51 10.82 11.93 
54 46 10.01 11.30 12.42 
55 96 10.53 11.79 12.92 
56 10.50 11.08 12.32 13.46 
57 11.07 11.64 12.90 14.01 
58 11.67 12.23 13.50 14.59 
59 12.27 12.82 14.11 15.19 
60 12.91 13.45 14.75 15.83 
61 13.58 14.13 15.45 16.53 
6 17.25 
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5.84 638 7:82 9°48 11.58 157.43 40.. 5.85 6.49 8.26 10.37 13.67 170.13 
5.87 6.43 7.89 9.59 11.85 159.29 41... 6.03 6.72 8.60 11.00 14.49 178.38 
5.938 6.48 7:98 9:71 12°21 161.58 42... 6.21 6.95 8.96 11.69 15.37 187.32 
5.99 6.55 8.08 9:90 12:64 164.49 | 43-- 6.40 7.19 9.84 12.42 16.31 196.91 
6.03 6.60 8.17 10.07 13.05 167.24 | 44:- 6.59 7.42 9.74 13.16 17.32 207.06 
6.08 ; : i e . 45.. 6.78 7.65 10.17 13.92 18.39 217.79 
A 6.67 8.27 10.26 13.48 170.59 46 6.96 7.86 10.62 14.67 207:90 
6.13 6.73 8.37 10.51 13.85 173.94 47... 7.16 8.10 11.10 15.39 ...° 197'66 
6.19 6.80 8.47 10.85 14.17 177.61 48. 7.39 8.37 11.62 16.07 2218717 
6.26 6.88 8.64 11.25 14.48 181.65 45. 7.66 8.69 12.18 16.69 176.65 
6.33 6.97 8.80 11.64 14.77 185.76 50... 7:99 9.09 12:80 17.24 166.23 
6.40 7.05 8.97 12.03 15.07 189.95 51.. 8140 9.60 13.48 ‘ 15681 
6.47 7.14 9.22 12.38 15.41 194.44 | 25°" 8.88 10.21 14.24 (°° 147.66 
6.57 7.25 9.55 12.69 15.76 199.30 53... 9.45 10.91 15.09 - 138.79 
6.66 7.40 9.93 12.96 16.05 204.22 54.... 10.11 11.71 16.05 ° 130.17 
6.76 7.57 10.32 13.24 16.35 209.41 55.... 10.86 12.60 17.14 : 121.80 
6.91 7.73 10.71 13.52 16.65 214.68 56. ... 27-1868. ; 112/49 
7.08 8.00 11.07 13.84 16.92 220.35 57.... 12.66 ptt 102.44 
7.25 8.32 11.87 14.16 17.17 225.80 ad 13.72 15.78 En ae 9151 
7.52 8.73 11.67 14.45 17.45 231.80 59 * 14/88 16.96 ¢ 7961 
7.87 9.14 11.95 14.74 17.73 237.77 60 > 16:14 18 18 6.6 
827 9.55 12:25 15.02 18:00 243.64 - ©. — 
Heep ee 
n 4 2 -60 255.97 ° 
9.54 10.62 13.29 15.83 19:13 262.55 Webster to Jacksonville 
AEE Rg Teg | Burton, Webster, former vi 
. 10. i : : 04 284.19 | president and trust officer of the Union 
HOE ETT Hd 1208 2112 BEG | rast Company of Lite Rect, Ark 
11.95 13.02 15.40 18.28 23.28 311.14 | has been named general agent of the 
12.39 13.46 15.80 18.96 23.69 321.04 | Penn Mutual Life at Jacksonville, Fla. 
20 Year Endowment He resigned as an officer of_the trust 
6.07 7.07 9.90 13.06 16.84 204.18 | COMPany in 1931 to join the Penn Mu 
6.11 7.11 9.94 13.07 16.84 204.57 | tual and has been a regional supervisor 
6.14 7.15 9.97 13.08 16.84 204.94 | for some time. 
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SALES IDEAS AND SUGGESTIONS 
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Must Strike Out on New Lines 
in Handling Older Agents 





PHILADELPHIA, Dec. 20.—Gen- 
eral agents and managers must discard 
all accepted methods, theories and prac- 
tices in dealing with the older agents 
who have suffered as a result of the 
depression, Paul Loder, manager Phila- 
delphia agency of the Provident Mutual 
Life, declared at the December round- 
table meeting of the Managers Confer- 
ence of the Philadelphia Association of 
Life Underwriters. 

“Motivating the Established Agent,” 
was the subject discussed, and the ques- 
tions were propounded by Al Moore, 
New England Mutual, with Mr. Loder 
and John Adams, Aetna Life, answer- 


ing. 

Mir, Loder likened the older agents 
to pathological cases and said that what 
was needed was sympathetic interest 
and reconstruction along careful and 
conservative lines. He declared that 
agents, when they entered the business 
10, 15, 20 or 30 years ago, had been 
told that if they worked hard and ap- 
plied themselves assiduously to the busi- 
ness, that when they reached a certain 
age they would be financially indepen- 
dent and able to retire. Then along 
came the depression and they found 
their financial structure torn down, 
brick by brick. 


Put on Pressure 


“Our first thought,” said Mr. Loder, 
“was one of merely putting on pres- 
sure. Of using the old method. Tell- 
ing the agents that everything was okay 
and just to work harder. But the ordi- 
nary method of stimulation did not re- 
vive business. 

“We felt that it was something 
deeper. We found that the men were 
suffering from shellshock. Just as in 
the war, the soldiers, when they found 
that their old protection against artillery 
fire was of no use, became shellshocked, 
so did these men when they found their 
business structure tumbling down. 
There was nothing they could do to 
stop it. 

“These men were pathological cases. 
Each man was taken individually and 
shown a new field of work and a new 
method of working. 

“They were becoming nervous wrecks 
through their conservation work. They 
had been making just as many calls and 
seeing just as many people. But in all 
those calls, they were listening to the 
sad tales of their policyholders. They 
couldn’t sit there like wooden statues. 


They had to sympathize with the men. 
And you can’t keep that up long with- 
out beginning to feel the strain. They 
would come back at the end of the day, 
emotionally worn out and tired and hav- 
ing accomplished nothing. 


Needed Reconstruction 


“They needed sympathetic interest 
and reconstruction along careful and 
conservative lines. The old methods of 
dealing with the older agents had to be 
discarded completely. 

“First of all, we took the entire con- 
servation work off their shoulders. The 





office, we told them, would handle it all 
for them. That relieved their minds. 

“If the agent had a big list of policy- | 
holders, most of whom had gone 
through the same thing that the agent 
had, the latter’s attention was diverted 
to the policyholders’ children. And 
several months work on children is 
enough to revive any man’s interest in 
life insurance. The children had had no 
disaster. 

“What the older agents need is (1) 
a new field of work and (2) a new 
method of working. 

“This manner of treating the older 
agents,” said Mr. Loder in conclusion, 
“has shown results. We haven’t even 
heard the word depression in my of- 
fice for several months now.” 

Mr. Adams, in his remarks, discussed 
prospecting and told how his agency 
had the men make up lists of prospects 
_ prizes being awarded for the best 
ists. 








Give Effective Sales Plans 





At the year-end sales clinic of the 
Birmingham Association of Life Under- 
writers L, Schriver, Peoria, IIl., 
vice-president of the National associa- 
tion, spoke on “The Ten Command- 
ments of Successful Life Underwriting,” 
which are master fundamentals and tra- 
ditions of business. Know functions of 
insurance, fit life insurance into your 
own needs, learn to prospect, adopt suit- 
able method of presenting plan, learn 
what makes people want insurance, use 
time wisely, keep adequate records, set 
a goal, be crazy about your business, 
he said. 

H. F. Longino, Atlanta division man- 
ager Retail Credit Company, spoke on 
“Life Insurance Inspections’; T. J. 
Huey, Prudential, former president of 
the association, on “Life Insurance as a 
Profession,” and A. L. Smith, veteran 
general agent Jefferson Standard Life, 
on “Prospecting.” 

* * * 


“Organization of personal effort is 
the thing we need most,” Ray Finger, 
Pittsburgh manager for the Sun Life of 
Canada told the Qualified Life Under- 
writers of Detroit. “No matter how 
hard we work, if we don’t make every 
minute count constructively, we cannot 
achieve the goal we would like to reach. 

“If you knew that you could obtain 
five interviews every week with pros- 
pects who are able to buy, you would 
have no trouble in building up a good 
production. Prospecting must be done 
every day; it’s not a now-and-then, hit- 
or-miss proposition. I don’t care what 
prospecting system you use, if you get 





it down in black and white and work 





at it every day. I consider the first 
call on the prospect a prospecting or 
qualifying call and not a sales call. 
Most men who attempt first-call selling 
succeed only in spoiling the prospect. 
It is the duty of the prospect to turn 
you down if you waste his time; first- 
call selling is usually wasting the pros- 
pect’s time if he has any knowledge ot 
insurance at all. 

“Tt is silly to expect a stranger to 
open his heart to you at the first inter- 
view and give you all the details of his 
insurance, his income, his needs, etc. 
I have found it effective to make the 
first call very brief. I lay a card down 
on the prospect’s desk which contains 


five points: 1. I am ...... years old. 
> NE en | * ee dollars per year. 3. 
I have been working ...... years. 4. 
I have saved ...... dollars. 5. Am I 


satisfied with this record? 

“T explain that this card is for his own 
information only. try to convince 
him that I will not waste his time. I 
ask him to fill out the card at his own 
convenience and if he is not satisfied 
with the answers, I ask his permission 
to present to him a plan that will achieve 
what he wishes to achieve, taking not 
more than a half hour for the second 
interview. It usually works. I am out 





Buffalo Producer Gets 
Many Prospects by Mail 








Three or four lists of prospects are 
secured each week by G. E. Howard, 
New York Life agent in Buffalo, through 
his mail prospecting plan. When he is 
short of prospects Mr. Howard writes 
his old policyholders and asks them to 
fill out a slip on which there are leading 
questions for securing names. He en- 
closes a stamped envelope. 

This is only part of Mr. Howard’s 
definite plan of prospecting. He enters 
all pertinent facts from the photostat of 
the medical examination in his policy 
register before he delivers policies. He 
takes special pains to copy the informa- 
tion about the other members of the 
family and a large share of his business 
is secured by following up these rela- 
tives. Even in cases of juveniles below 
his company’s ten year limit, Mr. How- 
ard makes a notation of the age and 
follows them up when they reach 10. 


Can’t Overlook Calis 


The system used by Mr. Howard 
brings the name of each policyholder 
before him at least twice a year, so there 
is no likelihood of overlooking any calls. 
He maintains a birthday card file and 
the prompt mailing of congratulations 
makes a very good impression on pol- 
icyholders. He uses the birthday card 
list also for a change of age file and in 
we mails Christmas cards to the 
ist. 

In addition to the information secured 
from the photostatic copy of the medi- 
cal examination, Mr. Howard also gets 
as much data as possible in regard to 
other members of the family when he 
delivers the policy. He finds out the 
names, addresses and financial situation. 
When Mr. Howard secures the informa- 
tion he says somthing like this: 


How He Meets Relatives 


“Mr. Jones, I know that you are sat- 
isfied with my company and I hope that 
you are satisfied with our personal deal- 
ings. Would you have any objection to 
my calling on these relatives of yours 
and using your name only to the ex- 
tent of mentioning that you are a satis- 
fied policyholder of mine?” 

When he calls on a prospect Mr. How- 
ard introduces himself and says Mr. 





of his office in a few minutes and usu- 
ally can get a second interview.” 





@ Get your own personal subscription 
to The National Underwriter by mail- 
ing the enclosed card right now. 








has given permission to use 
his name as a Satisfied client and he 
would appreciate a few minutes of his 
time. 

Mr. Howard spends a good deal of 
time in service calls and finds it well 
worth while. He sits down with the 
policyholder who is having difficulty 
meeting his premiums and works out a 
change of pay ent plan. 
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sized at the sacrifice of the primary pur- 
pose of furnishing permanent life insur- 
ance protection, and that “it has be- 
come evident that undue liberality has 
developed in the last decade in connec- 
tion with cash surrender values.” 

In this connection, it states that life, 
whole life paid up at 85 (which super- 
sedes the present endowment at 85), and 
long term endowments will carry sec- 
ond year values only at the higher ages. 

Other limited payment life policies 
and short term endowments in general 
will continue to have second year values. 


Revise Policy Forms 


Policy forms have been revised and 
improved to be more adaptable to pres- 
ent day conditions and insurance pro- 
grams. Optional modes of settlement 
have been changed to a 3 percent basis 
and those providing for life incomes 
have been changed to take account of 
the difference in longevity between male 
and female annuitants. Also a new op- 
tion has been included which allows the 
election of one of the various forms of 
annuity at net rates, the policyholders 
having the privilege (after the policy 
has been in force five years) of applying 
cash surrender values to any one of the 
optional modes of settlement. 

The extra double indemnity premium 
for certain occupational hazards will be 
1% times normal and 2% times normal, 
instead of two and three times, as at 
present. Occupational ratings have been 
changed somewhat in an endeavor to 
keep these ratings as close as possible 
to current conditions. Most of these 
changes produce more iberal ratings 
than those now in effect. 

Following are the new rates at some 
representative ages, with third-, fifth-, 
and tenth-year cash values. All are 
shown on a per $1,000 basis, except the 
$5,000 whole life special, for which fig- 
ures are shown on a $5,000 basis, the 
minimum amount for which it is issued. 


Whole 


$5,000 Life 20 20 -*D.f. 
Whole Pd.up Pay Year Extra 
Life at85 Life End. Prem. 
Age 25 
3 $ $ $ $ 
Rate 85.40 19.04 28.68 46.15 71.10 
Ci VY. 
3 yr 90.00 18.00 37.00 83.00 
pyr. 180.00 36.00 76.00 161.00 
10 yr 445.00 89.00 188.00 383.00 
Age 35 
Rate 112.80 25.35 34.95 48.28 1.30 
C.°V. 
3 yr. 135.00 27.00 45.00 83.00 
5 yr. 275.00 55.00 94.00 161.00 
10 yr 655.00 132.00 231.00 383.00 
Age 45 
Rate.. 160.20 36.83 44.72 53.10 1.60 
cv. . 
S-yr.. 200.00 40.00 61.00 85.00 
5-yr. 410.00 82.00 121.00 164.00 
10 yr. 955.00 193.00 287.00 384.00 
Age 55 
Rate 248.20 55.97 61.24 64.87 1.80 
3 yr. 315.00 64.00 80.00 90.00... 
Se ee 605.00 123.00 151.00 170.00 
10 yr.. 1,330.00 271.00 338.00 384.00 


*$5,000 special and whole life paid up 
at 85. 
7$1.00 at ages 15-24 ine. 
Discontinues Several Forms 


The compatiy*feels that the three new 
plans of insurance, family protection 
policy, new and improved educational 
policy, and the new retirement income 
contract will meet present day insurance 
needs better than the modified endow- 
ment with life option, life premium re- 
duced, convertible limited payment life, 
endowment at 85 with increased indem- 
nity and the present child’s educational 
fund policy, which plans are therefore 
being discontinued. 
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The new family protection contract 
will be written for a minimum of $25 4 
month income during the income period 
to a maximum of $500 a month. The 
income may be for any amount between 
these two figures, but the lump sum jg 
always 100 times the monthly income 
provided. 


Explain Educational Fund Form 


_The educational fund policy is de. 
signed to provide income during the 
period when college or other educa. 
tional expenses are incurred, and to 
provide means of support for the child 
from death of insured parent to college 
age. It will mature in from five to 99 
years, as elected by insured. At matur- 
ity, monthly income is payable for four 
years, and may not be payabe for any 
other period. If insured dies prior to 
maturity, half the amount of monthly 
income is payable until maturity date, 
and thereafter regular monthly income 
is payable for four years. Premiums are 
payable until maturity or prior death. 

_ The retirement income policy is de- 
signed to provide retirement income for 
insured, and also a substantial amount 
of life insurance payable in event of 
death prior to maturity date. It is 
offered with maturity ages 55, 60 or 65, 
for both male and female lives. 


Retirement Income Plan 





Minimum amount of retirement in- 
come provided is $10 a month. Retire. 
ment income is payable monthly from 
maturity date during further lifetime of 
insured and is guaranteed for ten years 
certain. In lieu of the retirement in- 
come payments, insured may elect lump 
sum (maturity value) payment at ma- 
turity. Maturity value varies with age 
at maturity and sex of insured, but is 
substantially higher than the amount of 
life insurance. 

The policy also provides $1,000 life in- 
surance per $10 monthly income. As the 
policy approaches the maturity date, 
cash surrender value (not considering 
dividend additions and indebtedness) ex- 
ceeds the amount of life insurance, in 
which event the amount payable at 
death will be the larger amount. 


Other Changes Made 


The retirement deferred annuity will 
be discontinued. Regular single and an- 
nual premium deferred annuities, with 
or without guaranteed. minimum return 
will be offered in the future. These pro- 
vide retirement annuities at low pre- 
mium as they provide for no cash sur- 
render value and will be non-participat- 
ing. They further provide for election 
of. an optional commencement date 
within certain limits. 

_ The annual premium deferred annwi- 
ties provide for paid-up deferred annui- 
ties for reduced amounts in event of de- 
fault in premium payments. Immediate 
annuities, both with and without guar- 
anteed minimum return, will be contin- 
ued. at somewhat increased premiums. 
Both the deferred and immediate annu- 
ities with guaranteed minimum return 
provide for cash return in event of deati 
rather than for continuation of annuity 
payments. The cash return, if any, may 
be applied under the settlement options. 


Would Eliminate Part-timers 


The Boston Life General Agents & 
Managers Round Table has _ passe 
resolutions defining a part-time agent 
and giving recommendations looking to 
his elimination. “The part-time agent,” 
says the definition, “is one whose prin- 
cipal living is derived from a_ business 
or a profession other than the insurance 
business, or whose principal occupation 
or profession is other than insurance.” 

It is recommended that the part-time 
agent be eliminated by “declining t? 
accept business from part-timers not 
now affiliated with an agency;” also “re- 
quiring that every present affiliated 
part-timer as of Jan. 1, 1935, shall be- 
come. a full-time agent by July 1, 1935, 
or discontinue his contract” and_ that 
“new part-timers will be limited to 4 
six months periods.” 

It is stipulated that the drive is not 
against the broker. 








